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Horse Head Zine—“No Complaints Whatever” 
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Club House of the Rensselaer Society of Engineers, Rensse- 
laer Polytechnic Institute, Troy, N. Y. HorseHead Zinc roof- 
ing laid by F. E. Treuchet Co. 


The photograph above is a noteworthy example of 
the use of Horse Head Zinc. It shows the acceptance 
of this metal by the highest technical authorities. 

Of equal importance to sheet metal workers is Mr. 
Treuchet’s statement that ‘‘Our men found no diffi- 
culty in working this material, as it was very pliable 
and easy to form into its proper shape without crack- 
ing or breaking in any way.”’ 

Are you familiar with this material of ‘‘No Com- 
plaints Whatever?’’ The coupon below will bring a sam- 
ple. Send for it and test it yourself. 

All standard shapes and sizes of Horse Head Zinc con- 
ductors, gutters and fittings are made and distributed by 
the following fabricators: 


DAVID LUPTON’S SONS CO. ° ‘ : . ° ‘ Philadelphia, Pa. 
THE J. M. & L. A. OSBORN CO., Cleveland, Ohio , . i Buffalo, New York 
KLAUER MANUFACTURING CO. ° . . s Dubuque, Iowa 
HOLBROOK, MERRILL & STETSON : San Francisco, Oakland and Los Angeles, Cal. 
SHEET METAL MANUFACTURING CO., INC. t ‘ ‘ , Brooklyn, N. Y. 





The New Jersey Zinc Company eat ) 
160 Front Street - - New York City _xppres? 
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i 
C.S.DAVIS AND COMPANY, INC. 








Ss.D 
37th and Iron Streets CHICAGO, ILLINOIS 


‘Warehouses at CHICAGO - PITTSBURGH - NEW YORK 
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With or Without Smoke? 


'D O YOU think a Home Owner would prefer to have a furnace which burns 
peed the coal with or without smoke? SUPER-SMOKELESS Furnaces 
aa’ burn even the cheapest grades of soft coal smokelessly, utilizing as 
valuable fuel the smoke and gases ordinarily wasted up the stack. This means 
a large saving in fuel, in addition to better health and cleanliness. SUPER- 
SMOKELESS Furnaces have also proved remarkably efficient with fuel oil, 
hard coal or coke—thus protecting the owner against any fuel emergency. We 
are telling the public about the many superior advantages of these furnaces 
through the medium of the SATURDAY EVENING POST. This advertising 
will create a large demand for SUPER-SMOKELESS Furnaces, and the 
dealer who takes on our line NOW is sure to reap large rewards. 


Write for Complete Information Today 


UTICA HEATER COMPANY 


UTICA,N. Y. -—- CHICAGO,ILL. — MANUFACTURERS OF THE 
CELEBRATED LINE OF WARM AIR FURNACES FOR EVERY HEATING NEED 

















New !08A Pire.ess SuUPER-SMOKELESS PIPE AND PIPELESS Essex Pire Essex Pireiess New lose Reciacucator 


Published Weekly American Artisan and Hardware B «word. tnc., 620 south Michigun Avenue, Chicago, Lilinols. 
Entered ae Second Matter June 25, 1887, at the FP -! Office at Chicago, Ulinoi«x, under act of March 3, 1879. 
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We Sell urnace 


“the volume dealer” 


OME of the biggest 

WEIR dealers today were 
of the opinion that only the 
cheaper grades of cast iron 
furnaces could be sold in large 
numbers for quick turn over 
and quick profits. 


Today these same dealers 
find that it not only pays to 
sell a high quality furnace in 
all cases, but that it is espe- 
cially desirable when selling 
in volume. 


We would be glad to tell 
you how you can sell the 
WEIR in volume to the 
building contractors in your 
territory. 3 


Write today for your 
copy of the “‘Book of 
Weir Facts”’ 


MEYER FURNACE Co. 


_ Peoria-Ilinois 














Sound all 
Through 


First, the design of Moncrief Furnaces is 
sound and correct. Their construction is 
sound and substantial; and finally, the selling 
plan is sound. 


If you want to build up a sound and 
profitable furnace business, write us asking 
about the Moncrief proposition. 


Drop us a line today 
for further particulars 


Ohe 
Henry Furnace & Foundry Co. 


3471 E. 49th Street CLEVELAND, OHIO 


Manufacturers of single and double wall pipe 
and fittings, galvanized pipe and fittings, etc. 


Eastern Sales Offices: 
Ww. 8. MceCREA 
105 Federal St., N. S., Pittsburgh, Pa. 


F. H. HANLON 
Batavia, New York 


Western and Southern Distributors: 
JOHNSON FURNACE CO. MONCRIEF FURNACE CO. 
Kansas City, Missouri Atlanta, Ga. 
MONCRIEF FURNACE & MFG. CO. 
Dallas, Texas 


MONCRIEF 
FURNACES 











Say you saw it in AMERICAN 


ARTISAN—Thank you! 





September 25, 1926 
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Why is the Front Rank Furnace a steel furnace? Why has 
this company stuck to the use of steel when so many have 
been using cast iron? 


The truth is that during our 38 years of manufacturing fur- 
naces, we have made and sold both kinds. We have kept care- 
ful check on each type—compared results—repairs—service 
—length of life. There can be only one conclusion—that 
steel furnaces really satisfy the home owner. 

Our experience has taught us one other thing—that the public, when 
the superiority of the Front Rank is honestly explained, is more than 


willing to pay a greater first cost in exchange for the many advantages 
which the Front Rank affords. 








You, asa furnace dealer, with a de- 
sire to build a healthy business, 
owe it to your own pocketbook 
and to the welfare of the cus- 
tomers who spend their good 
money with you, to start right 
with a Front Rank Steel Furnace 
installed by the Standard Code— 


then success will be yours. 




















Up-to-date, businesslike Front Rank dealers are our best testimonials 
of what you could do with the Front Rank agency. Write today. 


LANGENBERG MFG. CO, 


4545 N. Euclid Ave. St. Louis, Mo. 
Shipments made from St. Louis, Mo., Lincoln, Nebr., Richmond, Ind., and Pittsburgh, Pa. 


;RONT RAN K 


Warm Air Steel Furnaces. 


Mention AMERICAN ARTISAN in your reply—Thank you! 
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Standard Dealers Know in Advance 


AT every buyer will become a Booster. The 
furnaces shown on this page have proven their 
ability to return dollar for dollar to the consumer 
int extra service rendered. Standard Dealers are 
also assured of real profits by our Dealer Plan, 


which is different. 








Furnace Supplies, such as the follow- 


9 styles and 47 sizes of steel and cast ing, are nationally known as the 
iron furnaces carried in stock at all Standard of Comparison; 
times. Nowhere else can you find such HANDY PIPE & FITTINGS 

: R INO STREAK REGISTERS 
a variety to select from. H & C No. 170-No. 190 REGISTERS 

: STAN.CO REGISTER 
They are sufficient to meet demands STEEL & SEMI STELL REGISTERS 
PEXTO 


from all classes of trade. 


Everything needed by the Furnace Installer 


STANDARD FURNACE & SUPPLY CO. 
OMAHA, NEBR. 


Warehouse — Sioux City, Ia. 




















“FLORAL CITY AGENTS NEED CARRY ONLY ONE LINE | 


BECAUSE THE QUEEN FURNACE IS THE ALL PURPOSE FURNACE 











SUITABILITY TO ANY FUEL EXCEPTIONAL MERIT 














ADAPTABILITY TO ANY JOB 








SOLD ONLY TO THE TRADE 

















PERFECT COMBUSTION 





EXCLUSIVE FEATURES 




















LONG SERVICE GUARANTEE EFFICIENT HUMIDIFIER 














CIRCULATION OF AIR 














PROVIDES RAPID : i kg 
OS INTERCHANGEABLE GRATES 








MONROE, MICHIGAN 


THE FLORAL CITY _ HEATER CO. 
SS 1654 Monadnock Blidg., Gaamase, ILL. 


The latest news about the Warm Air Heating 


Industry is to be found in this Journal every week. 
This is the only trade Journal covering this field published every week. 


Say you saw it in AMERICAN ARTISAN-—Thank you! 
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Questions Home Owners Ask The AFCO Dealer 


and Their Answers 












efficient fuel burners. 








always rises in vertical currents. 







with only the outer edges. 









most furnaces. 





“AFCO” Boiler Plate Furnaces and make more money. 








2719-31 Morgan St. Dept. 39 St. 





re NO. 2 


“Why do “AFCO” Furnaces Give More Heat with Less 
Fuel than other Furnaces?” 


There are three distinct reasons why “AFCO” Furnaces are the most 


1. A greater heating surface. 2. Scientific construction of the radiator 
controlling fire travel. 3. The specially designed “AFCO” smoke consumer. 
In the “AFCO” furnace the air in the circulating chamber comes in con- 
tact with the whole furnace body as it is built on vertical lines. Warmed air 


A furnace built up in sections and having irregular or zig zag surfaces is 
impracticable because the air in the circulating chamber comes in contact 


The specially designed radiators on ““AFCO”’ Furnaces are the result of 
exhaustive experiments and tests conducted over a period of 37 years with all 
kinds and types of heating equipment. All heat is utilized in heating the home. 

The improved “AFCO” smoke consumer by introducing air in the 
proper amount and place burns the gases that go up the chimney as waste in 


These are only a few of the many important reasons why you can sell 


new book ‘Healthful Heating.” It contains many business building ideas. 47 


American Furnace Co. 





Send today for our 


Louis, Missouri 


a 





“Built Like a Power Boiler” 













A restful night on Lake Erie 
on one of the great ships of the C & B Line 
makes a pleasant break in your journey. 
A good bed in a clean, cool stateroom, 
a long, sound sleep and an appetizing 
breakfast in the morning. 
Steamers 

“SEEANDBEE” — “CITY OF ERIE” — “CITY OF BUFFALO” 
Daily May Ist to November 14th 


Eastern Standard Time 


Leave Cleveland—9;00 P. M. Leave Bu%alo— 9:00 P. M. 
Arrive Buffalo— *7:00 A. M. Arrive Cleveland *7:00 A. M. 


*Steamer “‘CITY OF BUFFALO” arrives 7:30 A. M. 


Connections for Niagara Falls, Eastern and Cana- 
dian points. Ask your ticket agent or tourist agency 
for tickets via C & B Line. New Tourist Automo- 
bile Rate $7.50 and up. 


Send for free sectional puzzle chart of the Great 
Ship ‘‘SEEANDBEE”’ and 32-page booklet. 


The Cleveland and Buffalo Transit Co. 
Cleveland, Ohio 











































Your Rail Ticket Four 
Good C & B Steamers 
on on Steamers in Daily Service 
Fare $5.50 















































MELLOW 


> 





FURNACE 


me Live 


One-Piece Radiator 


Heavy-Ribbed Twe- 
Section Fire Pot 
(Guaranteed) 


All Parts Heavy and 
Correctly Propertioned 


Large Combustion 
Chamber 





Large One-Piece Ash Pit 
One-Piece Floor Ring 


OMETIMES we contin- 
ue in the same old way 
and with the same old line 
forgetting that the public 
has a preference and is en- 
titled to the best. 
Are your customers receiv- 
ing the highest quality 
and are you receiving a 
reasonable oft in the 
competitive Beid? 





® | he MELLOW offers high- 


est quality at reasonable 
prices 





Write today for 
catalog an 
prices. 








CHICAGO OFFICE, R. G. RAY, Manager 
Lincoln 0091 


2356 N. Clark St. 











St. Louis, Mo. 


Liberty Foundry Company 











When writing mention AMERICAN ARTISAN—Thank you! 
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AMERICAN 


Quality+Design 
ISE furnaces build business because 


their quality is such that their users 
can't help bragging about it. 


‘The finest grade of iron plus careful and 


experienced workmanship guarantee uni- 
form high quality in WISE furnaces. 


WISE furnaces are designed for the most 
efficient as well as the most economical 
heating results. 


We would be pleased to go into the 
details of the WISE dealer proposition 
with you and explain why WISE dealers 
have been making exceptional profits for 
over twenty-five years. — 


Write for WISE catalog and dealer sales 
plans today. 


The WISE trade-mark ‘'s 
known as the symbol of 
high quality wherever 
furnaces are talked about. 


The WISE FURNACE CoO. 
AKRON, OHIO 


Me MMMM Me Me MMM MMe d uh MMe Me MMe he Me Me Mau Mah une Melee Baa Za Za At? 


FURNACES 


ARTISAN 














IGHT NOW when the first signs of fall appear 

| and a chilly north wind blows you can get the 

7 jump on your competitors by going after sales 
with quality furnaces. 

Show your prospects how a warm air furnace is 
best for fall days when only a little heat is needed 
—show them how little fuel is required—show 
them the capacity of the furnace for keeping the 
home warm in the coldest weather. 

Ath-A-Nor furnaces are noted for their high 
quality, exceptional performance and their fuel 
economy. 

Ath-A-Nor dealers make sales and money be- 
cause they sell a line of furnaces that fill all the 
requirements of your customers. 


The MAY-FIEBEGER 
FURNACE COMPANY 
Newark, Ohio 





Mention AMERICAN ARTISAN in your reply—Thank you! 
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AMERICAN 


BOOMER 


HIS is our latest addition to the 
Boomer line. We heartily recom- 
| mend it for your favorable considera- 
tion. 


ARTISAN 
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The severe tests we have given this fur- 
nace have proven its durability. The un- 
solicited reports we received from users 
last winter have been most flattering. 











For durability, economy, easy to oper- 
ate, easy to set up and the low price at 
which we offer this furnace, you will 
make no mistake in arranging for the 


agency. 











THE HESS-SNYDER CO. <a 
MASSILLON, OHIO 


Makers of BOOMER FURNACES for Forty-Three 
Years 



















THERE’S AW AREHOUSE NEAR 


It’s Easy to “Get What 
the Public Wants” 


F FOLKS are beginning to hurry about their furnace 
installations for Fall, don’t worry about how far away 
the factory is. 















Western Boiler Plate Furnaces are cavried in stock at 
the general distributing points listed below and possibly 
at others even nearer to you. Wire us and we will tell 
you where you can get quickest delivery. 


“western 


Furnaces are made of copper-bearing steel, permanently 
gas tight, economical in operation, practical and efficient, 
priced to compete with cast iron Ask for special deal- 
er’s proposition 









Complete stocks are carried by these distributors: 
SOUTHERN ILLINOIS 
American Foundry & Furnace Company, Bloomington, Il. 
KANSAS AND MISSOURI 
Kansas City Furnace Company, Kansas City, Missouri. 
NEW ENGLAND STATES 
Decatur & Hopkins Company, 93 Berkely St., Boston, Mass. 
SOUTHEASTERN STATES 
Moncrieff Furnace Co., Atlanta, Ga. 
WEST CENTRAL STATES 
Standard Furnace & Supply Company, Omaha, Nebraska. 
CALIFORNIA AND NEVADA 


Pacific Coast Sheet Metal & Furnace Company, 3200 Geary 
Street, San Francisco, Cal. 


Western Steel Products Co. 


130 Commonwealth Ave. Duluth, Minn. 














Mention AMERICAN ARTISAN in your reply—Thank you! 
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WALWORTH CASING RINGS 


Made of Steel 


Guaranteed Exact Measurements and I rue Circles 


Our long years of experience and modern equipment enable us to make these casing rings high 
grade in every respect and fully guarantee them. 

Walworth Casing Rings are made to individual requirements and measurements, full circles for 
ordinary use and partial cireles for full cast fronts. With lugs for Double Casing and without 
lugs for Single Casing. Write today for descriptive circular and prices. 


Made by the makers of Walworth Double Gratings, Semi-Steel 
Registers, Ventilators, Borders, Side Wall and Base Board Regi isters 


THE WALWORTH RUN FOUNDRY COMPANY 


West 27th St. and N. Y. C. & St. L. R. R., Cleveland, O. 


Distributors: ROBINSON FURNACE CO., Chicago, Ill.: HART MFG. COMPANY, Louisville, Ky.: PHILLIPS & BUTTORFF MFG. 
COMPANY, Nashville, Tenn. "Eastern Representative: PENN TINSMITH’S SUP Y CO., Philadelphia, Pa. 























The Improved Air Duct Increases the Heating Capacity about 30 per cent in our 


WASHINGTON 
HOME FURNACE 


Placed above floor, hence saves the cost of digging cellar. Produces circulatimg moist heat for 3 to 6 rooms. 
Only stove or furnace ever built without name plate or advertisement on the outside. (Name is molded on 
inside of front feed door.) Beautiful grained mahogany finish harmonizes with finest — —- 
(Also in plain finish for one-third less.) Made in the same plant in which we manufacture 100 ashington 
stoves and ranges annually. Can ship promptly as we now manufacture fifty furnaces per day. 

Nationally Recognized Advertised. Correct location of water pan. Most beautiful and most expensively 
constructed urnace now on the market. Write today for exclusive agency plan, your district may be open. 


Gray & Dudley Company, Nashville, Tennessee 


“‘We melt more than 100,000 Pounds of Southern Pig Iron per Day” 













































ROBINSON SMOKE CONSUMER = ee 

































UT 66 9 
FITS ANY ike American Seal’ 
SAVES ‘and You make FURNACE CEMENT 
— CCaS . eae Roof C t — Stove Putt 
It is economical oor Vemen ove Futty 
LAS 4 and will make bet- Plumbers Putty 


ter satisfied cus- 


ne PAINTS and SPECIALTIES 
rite today for fu 2 
WILLIAM CONNORS PAINT MFG. CO. 
The A.H. ROBINSON CO. TROY naa ae Ng * or 
Makers of the ROBINSON 


JAMES L. PERKINS 
Western Distributor 
140 S. Dearborn St., Chicago, Il. 


STEEL FURNACES 
5103 Detroit Avenue 
Patented CLEVELAND - - - OHIO 











When writing mention AMERICAN ARTISAN—Thank you! 
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ne Hundred Per Cent 
Free Air Capacity without loss of 


strength or attractiveness 


Yo never saw a finer piece of Register work—a better balanced job of designing 
than that found in this register. 


This improved model while having the enlarged openings to allow 100% Free Air 
Capacity, is nevertheless strong and exceptionally neat in appearance. 


The Improved STEARNS REGISTER 


is the only register made that possesses an operating device that does not rely on 
springs or tension to be effective. The operating device on the STEARNS 
REGISTER is very simple and most effective. It is exclusive with the STEARNS 
and is fully covered by patents. 


The Register comes in all the standard sizes and finishes. STEARNS finishes are of 
the highest quality. All the regular electro-plated finishes can be had and also the 
popular lacquer finishes such as Brush Brass, Antique Brass and a perfect replica of 
Oxidized Copper. All lacquer finishes sell on same list price as White Japan. 


Our new factory has increased our production facilities. Let us tell you how our 
selling plan saves you money. 


Write today for catalog and prices 


STEARNS REGISTER COMPANY 
1234 Mt. Elliott Ave. Detroit, Mich. 


Mention AMERICAN ARTISAN in your reply—Thank you! 








AMERICAN ARTISAN September 25, 1926 





148 
CZ ;' : | STH E-AIRZCAPAGITY-LINET 
Ehe quality piped | Warm Ity 


. - 
mechanical pecfection. | REGISTERS 





I HE recent improve- 
ments made in furnace 


pipe construction were 
started by KWIK-LOK. 


You should know that 
KWIK-LOK originated 
the spring self-locking 
device with the longest 
connecting joint having 
the inner and outer wall 
in one continuous piece. 


We are always glad tosend|| -FURMACE Pip 
a sample of KWIK-LOK teil nr 
pipe so you can examine 
its quality first hand. 




















Made for Good and Quick 
Furnace Installations 

Bag yw Furnace Pipe and Fittings go ro ape! quickly on the 

job because they are made to fit accurately and stay together 


perfectly. 

It comes in single or double of heavy high grade inaterial in all 
standard sizes and practical shapes. 

Chicago Furnace Pipe and our complete supply service have been 
the mainstay of thousands of dealers for over twenty years. 


E. Cc. DUNNING, Be Try our service now, Write for Catalog 


e MILWAUKEE CHICAGO FURNACE SUPPLY CO. 
boherne wres 


1276-78-80-82 Clybourn Ave. CHICAGO 
Say you sew # in AMERICAN ARTISAN—Thank you! 
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R all, type 
any is type and 
VROAY printer’s ink 
is printer’s ink —and 
no matter what wesay 
of Lamneck’s Simpli- 
fied Pipe and Fittings 


on this page—you are 
still unable to pick them up 
and examine them. Here- 
in lies the positive proof. 


Thus, if you entertain any 
doubt as to theirsuperiority, 
accept our offer below (free 


samples of any of our man- 
ufactured products). Then com- 
pare quality, workmanship, me- 
chanical features and appearance. 


That is the fair way of proving our claims 
to your satisfaction. Above all, that 
is the way for you to be sure of obtain- 
ing good value, and of passing it on to 
your customers. 


THE W. E. LAMNECK COMPANY 
416-436 Dublin Ave., Columbus, Ohio 


Western Representatives: 
THE QUICK FURNACE & SUPPLY CO., Des Moines, lowa 
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SIMPLIFIED 
PIPE AND 
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Here Is Our Offer— 


Wewill send the 
Fsyate teers 








When writing mention AMERICAN ARTISAN—Thank you! 
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Cata logue 


No. 45 


OUR CATALOGUE 


is a complete guide to 
Furnace Dealers and In- 
stallers. It pictures and 
describes and prices 
“Everything needed in 
the installation of warm 
air furnaces.”’ 


And back of the catalogue 
stands a house with a 
reputation for nothing 
but quality merchandise 
and the utmost in SER- 
VICE. 





F. MEYER & BRO. CO. 


PEORIA, ILLINOIS 


° 














| 
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€ 
‘| Pimmings 


anything that can be stamped from metal. 
Accurately and beauti ully finished. 


Prompt deliveries. 
May we quote you? 
THE 
AMERICAN TUBE & STAMPING {PLANT 


THE STANLEY WORKS 
BRIDGEPORT, CONNECTICUT 


FURNACE 


td GUARANTEED 
PERFECT FIT 


» REPAIRS A 


Large Complete Stock 
Accurate Prompt Service 


NORTHWESTERY ; 


STOVE REPAIR CO., CHICAGO 


L—— BOILER—— 














BOLTS 


MANUFACTURE A COMPLET 
LINE OF BOLT PRODUCTS, INCLUD. 
ING STOVE BOLTS, CARRIAGE BOLTS, 
MACHINE BOLTS, LAG BOLTS, NUTS, 
COTTER PINS, ETC. ALSO STOVE 
RODS, SMALL RIVETS AND HINGE 
PINS, CATALOG ON REQUEST. 














THE KIRK-LATTY CO. 
1971 W. 85th St. Cleveland, O. 

















PATTERNS 


FOR STOVES AND HEATERS x Woop aod inon 
VEDDER PATTERN WORKS 
FOR STOVES 


ESTABLISHED TROY N.Y. 
PATTERNS ano neaters 


1835 
THE CLEVELAND CASTINGS PATTERN COMPANY 
CLEVELAND, OHIO 











IRON AND WOOD 


STOVE PATTERNS 


QUINCY PATTERN COMPANY 


QUINCY, ILLINOIS 





Mention AMERICAN ARTISAN in your reply—Thank you! 
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GOOD roof drainage job is 

the result of good work- 
manship and good materials. Our 
contribution to your good jobs 
consists of Lupton Elbows, the 
finest elbows you can use. 


Lupton Elbows are correctly 
shaped with a special 2% inch 
taper at the lower end which 
makes a quick, positive joint with- 
out solder. Every one is uniform. 
Tested materials, careful manu- 
facture, and relentless inspection 
bring Lupton Elbows to your job 
perfectly formed, clean and easy 
to use. 


Specify them to your Jobber. 


DAVID LUPTON’S SONS COMPANY 
Allegheny Avenue & Tulip Street 
PHILADELPHIA 


LUPTON 


ELBOWS THAT FIT 


Say you saw it in AMERICAN A RTISAN—Thank you ! 
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Warm Air Furnace, 
Sheet Metal, Roofing, 
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Industries 































Vol. 92, No. 13. CHICAGO, SEPTEMBER 25, 1926. $2.00 Per Year. 





Table of Contents 





Page | Page 
Sheet Metal Department............... 155 to 162 Heating and Ventilating Department... .165 to 172 
Copper Roof Now Protects Cleveland Police _ St. Louis Heating Company Stages Exhibit.. 165 
Headquarters Building ................... 155 «| ° Homer Furnace Company Holds Sales 
Business Grows from One Helper to 16 Em- 1, Convention ........... weve: + nag tt * gine? 167 
plore = Thirteen Years, by George J. ‘’ Furnace Maker Evolves Unique Installer 
WEEE ne eee eee eee eee eee e eens 156 Contract Blank ..... peewee... ADs 3 167 
Describing Scientific Method of Making Pat- Professor A. C. Willard Has Rewinaaile 
tern for Diagonal Branch Connection, by * |, Record of Achievement .................. 167 
Py Wie EI c's eine o vc'es Saree MANNS CSE wee 158 a me a ian 
» | > Cust bts. cigs eekaenan 
Fire Prevention Efforts Bring Business...... 158..| « “A Se a po ms x oor Hhnink, 
= te) in ought 
Red Tape! How It Can Be Made to Save a in What Mak Says. Oe i 
EE ahs vo nas Sake wile Chas ih «ss hae 160 


| 
| Code Furnace Installers Must “Determine to 
| 





What Is an Average Overhead Rate in Shop Keep Out Price Talk ...................- 172 
OD 1 I I a So ooo lr en cdo wee secs 162 
. | Wherein the Chief Evil of Price “Batting Is 
Notes and Queries ..............-...0.0005. 162 Paraded for the Retailer ........., Bes: 172 
Fe ee 0 IE: Ob o cieagey sce daddies cbacce 163 Scientific Methods of Collecting Delingyent 
Contributing to the Uplift of Industry....... 163 pv: ere en ee 173 
Blazing the Trail in Warm Air Heating..... 163 Coming Conventions .........6.....,5.06: wi 74 
Random Notes and Sketches, by Sidney Retail Hardwarde Doings .................. 174 
EE odo 34 on kbO a op 4d ede bchee bd akk 164 NOD: bs co cinndedasa wrest tdoundttsrve es 176 











AN ACHIEVEMENT 


An explanatory note regarding service to readers of AMERICAN Artisan. This hee 
is now nearing the completion of a half century of service. For almost fifty years # 

catered to the needs the men in the industries which it represents. At no time during 

its long and succe. povr his Antanas Aumosst teen to a peabion th Ooo 
complete, adequate service to its readers than it is today. In addition to the matter con- 
tained in our regular weekly publication, we maintain Service Departments for the use of 
our readers. If you have a problem to solve, we courteously invite you to submit it to us 
for In what better way can we learn of your problems than from you direct? 
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Tell your customers of these 


One-piece Cast Iron Radiator 


Lideoe Combustion Chamber 








THATCHER 


BOILERS-FURNACES-RANGES , CHP 


Features That Spell 


Anti-Clinker Grate 


Furnished with from 
4 to 6 triangular grate 
bars, which operate 
in pairs, making it 
wen ; easy to free the fire 
utilizing all their from ashes and clink- 
additional heat ers, with no waste of 


value. fuel. 


Causes the hot 
gases to circulate 
before passing up 
the chimney, thus 


—Exceptionally large 
which, of course, 
means easier firing. 
Built in two parts, 
which may be opened 
separately or togeth- 


Provides ample 
space for complete 
combustion, assur- 
ing the full value 
from each pound 





of coal, and mak- er, affording ready 
ing frequent firing i to all parts of 
unnecessary. ¥ e furnace. 


THATCHER 
METEOR FURNACE 
For Hard Coal, Soft Coal or Wood 


Te METEOR has been giving satisfaction to house owners 
for many years—because of its healthful qualities as well as 
its economy and ease of operation. Being absolutely air-tight and 
dust-proof, and supplied with a large, well-placed water pan, 


the warmed air it furnishes is moist and pure. 
Whatever the size and type of house, there is a Thatcher Heater 7 


in the kitchen. Mail the coupon for full information regarding i 5" ms 


our line. Ga 
a 
THE THATCHER COMPANY i 
yer oes A$ 4 


NEW YORK 


HICAGO NEWARK, N. J. 
r re 21 W. 44th St. AS 


341 N. Clark St. 39-41 St. Francis St. : 
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Convenient, Large Feed Door 


that will exactly suit it, and a Thatcher Range that will be a delight 7 oe 






FURNACE ECONOMY AND COMFORT 
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Nesco Qidew Bearing Steel 
Rust Defying — Longer Lived 


HE added years of extra service 
assured by the use of copper 
bearing steel, far outweigh the small 
additional cost of this rust-defying 
product. Wherever sheet steel must 
resist unusual exposure to the elements 
or other disintegrating forces, specify 
Nesco Copper Bearing Steel. Look 
for the Nesco double diamond trade- 
mark on every copper bearing sheet 
and plate you buy. It is backed by 
rigid tests and actual performance 
records that assure longer life and 
' care-free service. 





NATIONAL ENAMELING & STAMPING Co., INC. 
GRANITE CITY STEEL WORKS, GRANITE CITY, ILL. 


Chicago - Dallas - Davenport - Denver - Kansas City - Los Angeles 
St. Paul -St. Louis-Salt Lake City -San Francisco: Seattle: Memphis 
Committee 














a in many of the 
~ =A modern'steel Lon 
ane hopper coal cars. 


‘Galvanized, Blue Annealed and Black Sheets - Plates and Tin Plate 
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Cleveland Police Headquarters Building Covered with Sheet Copper Roof by Jacob Halter & Son Sheet Metal Contractors 


Copper Roof Now Protects Cleveland 
Police Headquarters Building 


Ornamental Cresting, Door and Win- 
dow Grilles Are Also Made of Copper 


REVOLUTION is taking place 

in the type of roofing mate- 
rials now being employed on the 
better class buildings. All over the 
United States we find architects 
gradually swinging into line and 
specifying sheet copper, sheet steel 
and sheet zinc for roofing purposes 
where a few years ago they would 
not have given these materials a 
solitary thought. 


The activities of the organizations 
such as the Copper & Brass Re- 
search Association, the Sheet Steel 
Trade Extension Committee, the 
American Zinc Institute, the Na- 
tional Association of Sheet Metal 
Contractors, and, last but not least, 
the efforts of the individual con- 
tractors, are largely responsible for 
this change of attitude of the archi- 
tects. These men have been brought 


to view sheet metal in its true per- 
They know that materials 
They know 


spective. 
have been improved. 
that in many instances where fail- 
ures have occurred in sheet metal of 
the past, the failures were due to 
incorrect specification if not to poor 
application. 

Having been assured that good 
materials are again to be had and 
men can be employed who know 
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how to properly apply these mate- 
rials, the architects are again em- 
ploying the services of sheet metals. 

An outstanding instance of the 
use of copper for roofing is the Po- 
lice Headquarters Building, located 
on Payne Avenue, between 19th and 
21st Street, Cleveland, Ohio. This 
structure, the architect of which is 
Herman Kregelus, has been recently 
completed. 

The erecting was done by Jacob 
Halter & Son, sheet metal contrac- 
tors of Cleveland. 

The roof itself was made of 16- 
ounce soft copper, and the roof type 
was standing seam, laid upon a con- 
crete slab surface. There were 30,- 
000 pounds of sheet copper used, the 
cresting also being made of copper. 
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It is also significant to note that 
the grill work around the street en- 





Showing Copper Grill Work Around 
Entrance and Windows 
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trance to the building is made of 
sheet copper, this being a substitu- 
tion for the customary cast bronze. 
This copper lattice and grille work 
is shown in one of the accompany- 
ing photographs. 

Attention is also called to the 
copper police dog ornamentation 
placed at the upper end of each 
window. 

This copper ornamental work 
was furnished by Miller & Doing, 
Inc., 60 York Street, Brooklyn, 
New York, makers’ of architectural 
sheet metal ornaments. 

The work was all especially de- 
signed for this particular job, and 
the erecting of the. windows were 
put up by two men at the rate of 
two windows a day. 


Business Grows from One Helper to 16 


Employees in Thirteen Years 


Proprietor of Lang Sheet Metal Works Takes 
Great Pride in Work of Sheet Metal Industry 


REAT oaks from little acorns 
grow. This is_ particularly 
true of the Lang Sheet Metal 


By GeorcE J. DuErRR 


John A. Lang decided that it was 
time for him to strike out into the 
realm of business for himself. Mr. 





John A. Lang, His Establishment and Helpers When the Business Was Started 
Thirteen Years Ago 


Works, 1502 State Street, East St. 
Louis, Illinois. 
It was away back in 1913 that 


Lang had little then but a lot of 
valuable experience (to get) and a 
grim determination to make his 


mark in the sheet metal industry. 
Money was as scarce as the pro- 
verbial hen’s teeth or snake’s hips 
(take your choice). 

Like most sheet metal contractors 
who have made a creditable show- 
ing in the industry Mr. Lang neces- 
sarily started out in a small way. 
His shop was small, it being a por- 
tion of the dwelling house, as can 
be seen from a glance at the accom- 
panying photograph. 

The force of workers also was 
small, consisting of Mr. Lang, his 
office girl and his two helpers—the 
young boy and the horse—all of 
whom are shown in the illustration. 
That was at the outset in 1913, thir- 
teen years ago. 

As time went on Mr. Lang made 
things—chiefly mistakes—by which 
he profited immensely. The profits 
that came his way went back into 
the business of serving folks. 

It wasn’t so very long before 
folks about the town of East St. 
Louis got to know Mr. Lang per- 
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sonally. .They had heard from their 
friends that he was a reliable work- 
man, who always took great pains 
to satisfy his customers. Whenever 
a roof needed repairing or the gut- 
ters needed renewing, the admoni- 
tion was always, “see Lang about 
it. He'll fix you up in good shape 
in no time.” 

Then the business began to ex- 
pand. Mr. Lang, little by little, 
went from guttering and spouting 
to cornices and skylights. From 
there it was only a short step to 
ventilating systems and furnaces. 
Now the Lang Sheet Metal Works 
makes blowpiping a specialty. 

As the city grew, so too did Mr. 
Lang’s business expand. Until at 
the present time he has a force of 
sixteen men working for him all the 
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stituted the first heavy iron job that 
the firm had ever'had occasion to 


work on. These tanks were later 








transported three miles away from 
the shop and installed as shown in 

















year round. This number is an 
average of more than a man a year 
added for the thirteen years that he 
has been in business. 

At the present time there is noth- 
ing that the Lang Sheet Metal 
Works does not make. In fact, the 
slogan of the shop might well be, 
“if it’s made of sheet metal, we can 
and do make it.” About three years 
ago the firm was called upon to 
make some tanks. Here was some- 
thing they had never tackled before. 
But they were game to try. 

The tanks were thirty-six feet 
four inches long, ten feet in diam- 
eter, with three-sixteenths-inch body 
and one-quarter-inch ends. These 
tanks had a capacity of 25,000 gal- 
lons and weighed 18,000 pounds 
each. They were made in the Lang 
Sheet Metal Works’ shop and con- 


Large Tanks Made and Installed by the Lang Sheet Metal Works 


the illustrations. The manholes and 
couplings were welded on after the 
tanks were set in place. 
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The Lang Sheet Metal Works has 
long since moved out of the old loca- 
tion, in which it had its humble be- 





Showing Type of Work Done by the Lang Sheet Metal Works 


ginning. It is now housed in a 
modern brick structure fully 
equipped, with plenty of light and 
air. The two street display win- 
dows are always kept clean and at- 
tractively decorated. 

The old 1-horse wagon has also 
been replaced by a modern gasolene 
delivery service, which is a credit 
to not only the Lang Sheet Metal 
Works, but to the entire sheet metal 
industry. 

The Lang Sheet Metal Works re- 
cently held a summer outing which 
was planned by Mr. Lang himself 
for his employes, their wives and 
children. This outing was attended 
by over fifty men, women and chil- 
dren, all of whom are supported di- 
rectly by the business which the 
Lang Sheet Metal Works does in 





Showing Some of the Up-to-Date Equipment of the Lang Sheet Metal Works 
of Today 
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and around East Si. Louts, [iinois. 
This is not fiction. It is fact 
What the sheet metal industry 
needs is not more opportunities, but 
calibre of Mr 
Lang, who saw a go den 


more men of the 
John A. 
opportunity in the sheet metal in- 
dustry and had the courage to grasp 
it and the tenacity and sincerity of 
purpose to work it out. Now things 
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are coming lis way.. 

Mr. Lang must feel very proud 
.f his achievement. He must de- 
ive an immense satisfaction, when 
he sees this group of over fifty hap- 
py people, in the knowledge that it 
was due to his ambition, to his fore- 
sight, to his desire and yearning to 
be of service to mankind in the best 
way he could that these people are 
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growing up and becoming respon- 
sible and creditable citizens of the 
community in which they live and 
develop. ' 
What the sheet 
metal industry needs is more men 
of the calibre of Mr. John A. Lang, 
founder and proprietor of the Lang 
Sheet Metal Works, of East St. 
Louis, Illinois. 


Let us repeat. 


Describing Scientific Method of Making 
Pattern for Diagonal Branch Connection 


This Formula Can Be Used Where an 
Elbow Is Brought Out from the Main Pipe 


By ©. W. Korue, Principal St. Louis Technical Institute, St. Louis, Missouri 


ECENTLY a job came to my 

attention where an elbow was 
brought out from a main pipe, sim- 
ilar to that shown in the plan, and 
a 45-degree angle to the run on the 
main pipe. Most men make short 
work of this problem by using a 
separate collar and simply setting 
the elbow on, shifting it to the posi- 
tion they desire before fastening it 
rigidly to the collar. But workmen 
who desire a little more science to 
their designs aad also to overcome 
riveting an extra joint. will find the 
geometry in this drawing quite help- 
ful. 

Here we have the main pipe in- 
dicated by section “A.” The branch 
sides are indicated by section “13.” 
Then the line W-Z shows where 
the elbow is to start, and the top of 
the turn is to be done in the space 
Z-U. We have broken the collar in 
the line V so as not to confuse the 
student while working out the twist. 
But if we develop the elbow in 4 
parts and run the lines from section 
“B” to the first miter Z-a, we have 
all the working drawing we need. 
Thus mentally we can imagine the 
diagram “D” where the line x-y 
shows the revolution of 45 degrees 
that the throat of the elbow must 
turn over from the heel of the col- 
lar, or vice versa. 

We develop the collar by picking 
the girth from section “B” and pro- 
jecting it from points 1'-2-3-4. This 


gives the outline for collar. But on 
the center line we must make the 
twist and so we work over one- 
eighth the circumference or the dis- 
tance x-y from “D,” which is set 
as x’-y’, and then from 4 we again 
step off the circumference the same 
as we did for the collar, only draw- 
ing new lines from newly estab- 
lished points. With 
pick the seam line 4-4’ from the ele- 
vation and this enables us to con- 


dividers we 


tinue the development until the el- 
bow is finished. In this way we see 
what falls of one end is added on 
to the next or by simply drawing the 
line straight through from the end 
of collar we cut off elbow as it 
should be. 

In practice it is possible to do 


this much more simply, because one 
of the gore pieces of the elbow must 
be laid out, and so all that is needed 
is to take the end gore and draw 
the line 4-4’ in its proper position, 
shifting it up the distance x’-y’ and 
This 
will give the development, as well as 
doing it Should the 
opening be desired from the end 


scribing the line with miter. 
separately. 


elevation we see distant 1°-1” of 
“A” must be cut out in order to 
give full area to the collar. This 
is done by picking the spaces 1’-2- 
3-4 from “A” and setting it as we 
show in the pattern for opening. 
Then by picking half diameters 
from section “B” and stepping them 
on each side of center line, we have 
the pattern for opening. 


Fire Prevention Week Brings Sheet 
Metal Into the Limelight 


Here’s How the Contractor Can 
Take Advantage of Public Interest 


VAST number of sheet metal 

contractors are at the present 
time wondering how they can make 
the most of the oncoming annivers- 
ary of fire prevention week. 

The Ingot Iron Shop News for 
September contains a very expres- 
sive editorial entitled “Strike While 
the Iron Is Hot’ which can be read 
with a great deal of profit by every 


sheet metal contractor. The edi- 
torial runs as follows: 

“Fire prevention week is here 
again. Thousands of people living 
today owe their lives and their mil- 
lions of dollars worth of property 
to the influence of last year’s fire 
prevention drive. 

“Yet, in spite of it all, from 15,- 
000 to 17,000 of our countrymen 
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burned to death the past year ; more 
than $500,000,000 property damage 
was caused by fire in the United 
States alone, during that period. 

“Every week, in this country, 
1600 dwellings, 3 theaters, 3 public 
buildings, 12 churches, 150 apart- 
ment buildings, 2 hospitals, 26 
hotels, 2 college buildings, 3 apart- 
ment stores, 2 asylums, and 2 jails 
go up in smoke. 

“All this is due to carelessness or 
to the use of inflammable building 


materials. 

“It makes us wonder why so 
much inflammable material is used, 
and especially when we consider 
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Pattern for Diagonal Branch Connection 


that timber is scarce and growing 
scarcer. Even out in the virgin for- 
ests, before man had a chance to 
make use of it, the 20,000 forest 
fires last year laid waste to millions 
of fine trees. Add to this the tre- 
mendous inroads of commerce upon 
the lumber supply. 

“Lightning is another kindred 
agent of destruction. Where light- 
ning strikes there’s usually a fire 
Sheet metal is the one building ma- 
terial that gives maximum protec- 
tion from both fire and lightning 
and yet is economical and practical 
for construction use. 

“Thus for several good reasons. 
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the world is turning to sheet metal 
as the safe and ‘saving’ way out. 

“The farmer and the industrial 
manager, particularly, are interested 
in sheet metal; the farmer, because 
he has no fire department to protect 
his property; and the industrial 
plant manager because his buildings 
are large and involve such a ‘tre- 
mendous investment. Both are large 
potential users of sheet metal 

“Each year the interest in sheet 
metal is stimulated by fire-preven- 
tion drives, while always in the 
background, looming larger and 
larger, as time goes on, is that urge 
of economy, Now the metal-framed 
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house is adding new impetus. 

“Fortunately, all this combines in 
the interest of sheet metal contrac- 
tors. 

“What better time for a concen- 
trated, nation-wide drive for sheet 
metal construction? The sheet 
metal contractors’ efforts can ride 
on the crest of this great wave of 
fire-prevention propaganda that will 
be sweeping the entire country the 
week of October 3-9. 

“A few suggestions: window dis- 
plays, signs on trucks, signs outside 
the shop, special job signs, news- 
paper, theater program and theater 
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slide advertising, and special letters 
to prospects and past customers. 
“Then, if you are really making a 
conscientious visible effort at boost- 
ing fire-prevention, go to your local 
newspapers and tell them about it. 
A good newspaper will always rec- 
ognize a worthy effort, with news 
publicity. Round your efforts out 
in the form of a real campaign, and 
then let the newspapers in on Jit. 
“This is especially true of the 
activities of sheet metal contractors 
associations. What a group of local 
business men are doing in a general 
welfare movement, is always news.” 


Red Tape!/—How It Can Be Made to 
Save a Business 


What a Young Sheet Metal Con- 
tractor Learned About Being a Worm 


46T™M through,” said big Mike 

Phelan as he strode into his 
house. “I don’t mind doing a good 
day’s work. There ain’t any man 
can say I ever shirked or didn’t do 
my work satisfactorily. Besides, 
I’ve always stood by the boss, but I 
can’t go on being a tape worm. The 
way they’ve got that firm wound up 
in red tape, now, you'd think it was 
the United States mint. You'd 
think a stick of solder was a bar of 
gold, the way they make you sign 
for it and the way they watch every 
drop you use. I don’t mind doing 
my share of work, but no man’s 
going to make a tape worm of me. 
I’ll just go into business for myself 
and not be tangled up in red tape all 
the rest of my life.” 

Mike sure was all stirred up. He’d 
got it into his head it was a reflec- 
tion on his honesty or his ability or 
that it was bringing disgrace upon 
him in some other way to have his 
work and the material he used 
watched in the way it was being 
watched. He even resented the time 
cards he was required to fill out. 

It hadn’t always been thus. Back 
in the old days when Mike first went 
to work for the firm things went 


Reprinted from the August number of 
the National Sheet Metal Contractor and 
was written by 


J. E. Bullard 


along in a free and easy way and he 
had been happy. Now it seemed as 
though everything possible had been 
done to irritate him. It had all hap- 
pened since they’d got in that new 
management. 

Of course, Mike knew, in fact 
everyone knew, that the new man- 





The author of this article has 
very effectively portrayed the 
attitude of many a sheet metal 
mechanic—a potential or em- 
bryo contractor—toward good 
business methods. He fears 
them because he does not un- 
derstand them. They are irk- 
some to him because they ap- 
pear to restrict his activities. 
In republishing this article of 
Mr. Bullard, we hope that some 
sheet metal mechanic will be led 
to see the fallacy of reasoning 
such as that employed by Mike 
Phelan. 





agement was the direct result of the 
concern having come so close to 
bankruptcy. He knew that the only 
the boss alone for a little while he’d 
have pulled through. Now they’re 
strangling the business with red tape 
and will kill it anyway. Besides 
they’re making tape worms of us all 
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and I won’t stand for it. Just as 
soon as I get that money from 
Uncle Phenas’ estate I’ll start in for 
thing that had saved it was having 
that big jobbing house, the largest 
creditors came to the rescue in the 
nick of time. 

“Tt was all the result of the war,” 
he’d insist. “If they’d just have let 
myself. No man’s going to make a 
tape worm out of me.” 

Starts for Himself 

Well just as soon as Mike got that 
money he did start in business for 
himself and his was a happy, care- 
free, easy-going business, just like 
those he’d known when he was a 
boy. There was no red-tape about 
his business. 

Mike was a good workman. 
Everybody admitted that. He'd 
made a good many friends because 
he did his work so well and when 
he set up for himself he had no 
difficulty in getting contracts. To 
be sure, they were small ones, but a 
lot of small ones will make a busi- 
ness large. 

Starting out to do everything him- 
self with the assistance of a helper, 
he soon found it necessary to hire 
more men. In a little while he had 
quite a force at work. Every man 
was a good man. Mike took no 
chances. He hired only those he 
knew, for the most part he had 
worked with and the men he could 
trust. 

By the end of the second year he 
had gone as far as he could with the 

capital at his command and had been 
advised to go to the bank to see if 
he could not get additional money 
there, but the result was far from 
satisfactory. The banker did not 
seem to like his business methods. 

“You do not seem to be familiar 
enough with your own business to 
warrant us in making a loan to you 
except on the very best collateral,” 
the banker had told him. “Now if 
you would bring in a balance sheet 
every month so we could see exact- 
ly where you stand and whether or 
not you are making the money you 
seem to think you are making, we 
might be a little more liberal.” 

“More of that red tape business,” 
grumbled Mike when he was back 
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on the sidewalk again. “These birds 
make me sick. You'd think to hear 
‘em talk a man couldn’t do business 
unless he spent half his time fussing 
around with figures and tangling 
himself up with red tape. But I'll 
show ’em.” 
Business Volume Shrinks 

And he did. By the end of the 
third year his business had shrunk 
simply because he could not raise 
enough money to pay as large a 
force of men as he needed. There 
was a good deal of grumbling 
among his customers because he was 
so slow in getting jobs done and it 
was getting harder and harder to 
get business. Worst of all, though, 
he actually didn’t have as much 
money as he started with when he 
set up in business for himself. 

This puzzled Mike a good deal. 
He’d had enough experience so he 
could tell by looking at a job just 
how much material and time would 
be required to complete it. He had 
done work at prices that should have 
shown a profit, but somehow there 
hadn’t been any profit. 

Then came the climax. One eve- 
ning Mike was sitting in his kitchen 
counting up his cash and wondering 
how he’d raise enough to pay the 
men next pay day, when Timothy 
Jones came in. It’s making the 
feeling of welcome, Mike felt far 
too exuberant to say that he’d a lot 
rather have seen the Devil at that 
moment than Jones. Yet Jones had 
been a good friend to Mike. He'd 
been liberal in extending credit and 
had helped Mike out in many ways. 
The trouble was that Mike was a 
long way behind on what he owed 
Jones, couldn’t pay him anything 
now and couldn’t see how he’d raise 
enough to pay his men. It looked as 
though he’d have to lay off some of 
them, though he had plenty of work 
to keep them busy. 

More Red Tape 

“Mike,” said Jones as he sur- 
mized how the land lay, “you’re one 
damn fool. You've been working 
your head off for three years and 
losing money all the time. No. You 
don’t need to try to explain. I’ve 
been watching you. You just keep 
your mouth shut and listen to me or 
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out of business you go. If I bring 
suit for what you owe me you won't 
have a cent left. I’m willing to be 
reasonable, though, because I believe 
you’ve got a business started that 
can be made into a real business, 
but you’ve got to do as I say.” 


Mike didn’t like this kind of talk, 
but what could he do? He surely 
wasn’t a tape worm any longer, but 
he owed so much he wasn’t any 
more independent than an earth 
worm. If he didn’t squirm in the 
right direction some one of his 
creditors would step on him and 
crush the life out of him and Mike 
had sense enough tc know this. He 
also thought if he was given the 
time he could find a way out of the 
fix he was in. He was now squirm- 
ing for time and was standing for 
something he’d never stand for with- 
out fighting if he hadn’t been in 
such a fix. 

“Mike,” Jones continued, “you’re 
wasting altogether too much mate- 
rial. You ought to be making a 
profit on the work you're doing. 
You're getting good prices for it 
and you’re doing it well enough so 
your customers are satisfied, but 
you’re just throwing your profits 
away. You're making a blame fool 
of yourself.” 

This was getting too much for 
Mike. His face got red and he 
started to get up from his chair. 


“Shut up and sit down and listen 


to me,” shouted Jones. “I know 
what I’m talking about. I’ve been 
watching you pretty close lately. 


Here’s a list of some of the stuff 
you've just thrown away. You've 
left a tool here, some material left 
over there. What I have here totals 
up to at least five hundred dollars. 
You've probably been throwing 
away two or three times that amount 
in the course of a year, and just be- 
cause you're either too big a fool to 
keep track of all time and material 
or just too cussed ignorant or pig 
headed. 

“Now I'll tell you what you’ve 
got to do. I’m going to send a young 
fellow around from the office to- 
morrow and he’s going to keep track 
of everything you use, of every bit 
of material that goes into every job, 
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and make certain that no more mate- 
rial goes out to each job than is nec- 
essary and that every bit of material 
left over comes back. He is going 
to watch every tool and he’s going 
to check up the time of every man 
and see to it that the cost of every 
job is known. If you estimate too 
low you're going to hear about it 
when the job is over.” 

Well Mike really could not do 
much about it. The very thing had 
happened to him that had happened 
to his old boss. It was a case of go- 
ing back and being the tape worm 
again. That is until some way 
could be found to pay Jones what 
was owed him. 

Untangled 

The records of those first jobs 
sure were an eye-opener to Mike. 
Every man, including himself, had 
got careless because no records had 
ever been kept. Some left-over 
material that could just as well have 
been used on some other job had not 
been brought to the shop. There 
were some tools missing. The whole 
thing totaled up in value to a size- 
able amount. Besides, when the 
time was checked up it was appar- 
ent that the men had not worked any 
too hard. After that Mike got busy. 
This carelessness soon stopped and 
in a month every job was showing 
a profit. 

Yet all this red tape with which 
his business was now entangled irked 
Mike. To him any records, any 
system was red tape. He would 
have liked to do business without it. 
It did not seem necessary. Yet 
without it he had lost money. 

“Oh, well,” he sighed as he wrote 
the check that balanced his account 
with Jones. “It looks as though we 
all had to be worms to make a living 
in this world. You've got to be a 
grub worm and work your darndest 
to get enough to eat; you've got to 
be an earth worm and keep squirm- 
ing around to keep from getting 
under feet, or you’ve got to be a 
tape worm. The tape worm seems 
to have the best of it. He doesn’t 
work so hard for what he gets as the 
others do and he lives a whole lot 
better. I’ve got now where I could 
be any kind of a worm I want. 
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What Is an Average Overhead Rate 
in Shop of 10 to 20 Men? 


Would an Average Overhead Rate, 
‘ if Known, Be of Any Material Value? 


66 AVE you any statistics on 
the average overhead of 

sheet metal shops hiring from 10 to 
20 men?” Bartholomew & 
Company, Michigan City, Indiana. 
In the first place, is there such an 
Presumab- 


asks 


average overhead rate? 
ly there is. If we were to classify 
all the sheet metal contractors in any 
given state into three distinct 
groups, we could no doubt, arrive at 
an average overhead rate in each one 
of these groups, providing that each 
and every sheet metal contractor 
kept an accurate account of his 
costs, and did not object to cooper- 
ating with us. 

But after we have obtained this 
information in what way could any 
sheet metal contractor use it. Such 
an average could not possibly be a 
guide to him in his own business, 
because it would not be representa- 
tive. There are so many factors en- 
tering the determination of an over- 
head rate that a rate in one city, no 
matter how accurate, would not ap- 
ply in a shop in a neighboring city. 

W. B. Walker of the Comfort 
Printing Specialty Company, 107 
North Eighth Street, St. Louis, 
Missouri, has the following com- 
ment to make on the inquiry: 

“No one, to our knowledge, has 
ever seen enough of the costs of 
sheet metal shops, hiring from 10 to 
20 men, to say what the average rate 
of overhead really is, because there 


are so many shops of this nature 


who keep no cost records. 

“It is a fact that a sheet metal 
shop hiring twenty men should be 
able to show a much better over- 
head ratio than one hiring ten. As- 
suming that the sheet metal shop is 
not a manufacturing shop, but a 
contracting shop, our experience 
would lead us to believe that the 
average one would have an over- 
head rate per man per hour of an 
amount approximately equal to their 
labor charge. ; If they were in a 





town where labor is cheaper than it 
is in St. Louis, my guess would be 
that their overhead rate per man per 
hour would be from 75 to 80 cents. 
Some shops are very efficient and 
get a much better rate than tis: 
others have so much idle labor that 
their rate would be a great deal 
higher. 

“In the sheet metal industry the 
control of idle hours of labor is a 
much more important feature than 
in other lines of industry, and the 
overhead rate more or less fluctu- 
ates in the same ratio as this ex- 
pense is controlled. 

“We suggest that it makes little 
difference what the average over- 
head is,in the sheet metal shops to 
the man who makes the inquiry. 
What he ought to do is find out 
what his own is, and if possible 
compare it to that of his immediate 
competitors. That is the only thing 
that means dollars and cents to him; 
for what difference does it make to 
him what overhead rates shops in 
St. Louis meet with if he is in an- 
other town and not affected by St. 


Louis competition ?” 


Cook County Sheet Metal 
Club to Study Tech- 
nical Phases of Work 


The Cook County Sheet Metal 
Club is getting back into its regular 
stride of activity again as the cooler 
weather approaches. 

At a meeting of the association 
held in the club rooms in the _Immel 
Bank Building, Belmont and Elston 
Avenues, Chicago, Friday evening, 
September 17, a plan of constructive 
activity was outlined. 

Among many other matters of a 


constructive nature which the as- 


sociation hopes to take up during 
the coming winter is a plan of edu- 
cation which it is hoped will prove 
of great benefit to those members 
who are somewhat backward in one 
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or more of the technical phases of 
the industry. 

Beginning with the next meeting, 
which will be held Friday, October 
1, it is planned to give over some 
of the time during the meeting to 
the technical phases of the work 
which each and every member comes 
in contact with during his every day 
work. Men in the association who 
are considered experts in their vari- 
ous lines will give blackboard lec- 
tures in warm air heating, guttering, 
downspouting, roofing, estimating 
and other phases of the work. 

From time to time it is planned 
to have technical men from outside 
of the industry speak to the assem- 
bly. In this way it is hoped to carry 
out to a greater extent than ever 
during the coming year the work for 
which the association was formed. 








“Continental” Oil Burner. 


From Quaker Manufacturing Com- 
pany, Oak Park, Illinois. 


Can you tell us who makes the 
“Continental” oil burner formerly 
made by the Continental Oil Burner 
Company ? 

Ans.—Ft. Wayne Pump and 
Tank Company, Ft. Wayne, Indi- 
ana. 

“Potter” Fire Escapes. 


From Kuetzer Brothers, Gillespie, 
Illinois. 


Please tell us who 
“Potter” fire escapes. 

Ans.—Potter Manufacturing Cor- 
poration, 111 West Washington 
Street, Chicago, Illinois. 

“Mohawk” Shot Gun. 
From Julius Rieth, Lansing, Iowa. 

Can you tell me who manufac- 
tures the “Mohawk” shotgun? It 
has the letters “B. M. and S. H. 
Co.” on it. 

Ans.—Blish, Mizé and Silliman 
Hardware Company, Atchison, 
Kansas. 

“Hotstream” Heater. 


From. Stove Dealers Supply Company, 
Milwaukee, Wisconsin. 


We should like to know who 
makes the “Hotstream” heater. 

Ans.—Hotstream Heater Com- 
pany, Cleveland, Ohio. 


makes the 
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Contributing to the Uplift 
of the Industry 


EGINNING with its next meeting the Cook County 

Sheet Metal Club of Chicago tends to devote a por- 
tion of each meeting to constructive education. Black 
board lectures will be given by specialists in each phase 
of the industry with which the membership is concerned. 
Technicians from outside the membership of the organ- 
ization will also be invited to give the members the bene- 
fits of their experience from time to time as well. In 
this way a member finding himself weak in any par- 
ticular phase of his daily work can receive instruction 
from his fellow members whose knowledge of the work 
is greater than his own. 

industry has, indeed, traveled a long way. 
find competitors who a few years ago would barely speak 
to one another coming together of an evening to help 
one another learn more about the business of which 
they are a part. We can indeed look for better things 
when we find that codperation has reached such a state 
of development. 

The Cook County Sheet Metal Club and all other sim- 
ilar bodies of contractors deserve a great deal of credit 
for their intense desire to build for permanence. With 
a display of such codperative spirit we know that the 
interests of the public will be well taken care of, even 
though that same public may be called upon to pay a 
little more for its work. 

In analyzing an increase in cost to the consumer which 
may possibly be traceable to the formation of an asso- 
ciation, we cannot in fairness to the members of the asso- 
ciation say that they have deliberately increased their 
prices. That would not be true. 

What the association has taught them, on the other 
hand, is that they were not getting a fair return on their 
investment all the while that they were attempting to go 
it alone. In other words, before the advent of the asso- 
ciation the public was getting its work done too cheaply, 
with the result that poor workmanship and inferior mate- 
rials were introduced whenever and wherever it was at 
all possible for the contractor to get away with it, with- 
out being found out. 

If the association has done» anything at all it has 
taught the contractor that unless he can collect enough 
for his work over and above the cost of high-grade 
materials to pay his salaries and to give him a fair re- 
turn on the money and time that he himself has invested 
it does not pay him to spend his time in that way or in 
this business. 

The trade association has been instrumental in show- 
ing the contractor what that figure in his business is. It 
has helped him to introduce cost accounting systems that 
tell him what figure he must get for his work before 
he makes an agreement to do the work. In other words 


Today we 





they have helped him to take the guess work out of his 
contracting business and have put him on his feet, so 
to speak. 

The members of the Cook County Sheet Metal Club 
will do well to arrange their affairs so that they can 
attend each and everyone of the meetings of the club 
during the coming fall and winter. 
rewarded for the time they give. 


They will be richly 
This holds true of 
the members of all other sheet metal and warm air fur- 
nace associations—local, state and national, throughout 
the entire country. 





Blazing the Trail in Warm 
Air Heating 


HITHER is the warm air heating industry 
headed? asks R. W. Menk in our issue of Septem- 
ber 18, 1926. 

Mr. Menk evidently doubts that the foundations that 
are being laid for the warm air heating industry now 
are broad enough to carry the superstructure that is to 
come later. 

What is causing all these doubts and misgivings to 
spring up in the mind of Mr. Menk is the fact, in his 
opinion, that men in the business—makers, salesmen and 
installers—are not yet themselves thoroughly sold on the 
idea that a warm air heating system is the best for the 
average home. 

If the warm air furnace industry is to be allowed to 
expand and develop to its fullest limits, a great many 
men in the industry will have to revise their ideas about 
the capabilities of the warm air heating system. 

There can be no stopping at the average home. The 
slogan must include all residences. Is there any log- 
ical reason why this cannot be done? We think not. 
There are few, if any, warm air furnace manufacturers 
who would care to admit openly that the system they 
make could not be so installed as to meet the needs of 
any residence, granting that a furnace of proper size 
is used. Great is the surprise then when it is jiearned 
that these same men are secretly turning down residence 
heating jobs which come within the pale of possibility 
for the warm air heating system. 

If schools and churches with high ceilings can be sat- 
isfactorily heated with warm air—and this type building 
is being heated with system—then why should the larger 
than average resident present an insurmountable prob- 
lem to the warm air heating engineer ? 

Competitors of the warm air heating system are ever 
watchful for a chance to belittle the possibilities of this 
system. Why extend handles for them to grasp in their 
nefarious work? 

Let’s become so thoroughly sold on our product that 
our enthusiasm will at least allow our system to meet 
the customer on an equal footing with our competitor. 
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| received a telegram from John 
P. Wagner one day this week. Mr. 
Wagner was formerly identified 
with the manufacturing end of the 
warm air furnace business. Quite 
recently, however, he assumed the 
executive managément of the Con- 
crete Products Manufacturing Cor- 
poration, with offices in the Ralston 
Building, Miami, Florida. Mr. 
Wagner stated in his telegram that 
he and his family were all alive and 
well. I certainly appreciate Mr. 
Wagner's thoughtfulness in sending 
me the news about his family, as 
my thoughts turned to him immedi- 
ately upon learning of the disaster 
which struck Miami. The tele- 
gram also contained the words, 
“total loss by storm,” but I did not 
know what interpretation to place 
upon them. I sincerely hope that 
he did not mean that his personal 
property was a total loss. 

aK * * 


Can you imagine this happening 
to any traveling man. Before A. R. 
Gibbs became associated with the 
Casper Tin Plate Company for 
whom he is now traveling, he visited 
a small town and sold the proprietor 
of the store some of his firm’s prod- 
ucts. When goods arrived they were 
not as represented, and the merchant 
returned them. The company drew 
a sight draft on the merchant 
through a local bank, which re- 
turned the draft unhonored. The 
company wrote the postmaster about 
the financial standing of the mer- 


chant, and the postmaster laconical- — 


ly replied with an O. K. By return 
mail the company requested the 
postmaster to secure a lawyer to col- 
lect the amount, and received the 
following reply: 

“The undersigned is the merchant 
on whom you attempted to palm off 
your worthless goods. The under- 
signed is the President and owner 
of the bank to which you sent your 
sight draft. The undersigned is the 
postmaster to whom you wrote, and 


“The essence of humor is sensibility; warm, tender fellow- 
feeling with all forms of existence.”—Carlyle. 
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the undersigned is the lawyer whose 
services you sought to obtain for 
your nefarious business. If the un- 
dersigned were not also the preacher 
of the church of this place, he would 
tell you to go to H——..” 

* o* * 

Mrs. H. O. McElwain, of South 
Bend, Indiana, is very much inter- 
ested in protecting the health of her 
spouse, who, of couse, you know, 
sells Torrid zone furnaces for the 
Lennox Furnace Company, through 
Indiana and Michigan. She was 
trying to break him of the smoking 
habit. 

“Look here,” she said one eve- 
ning as they sat together in their 
comfortable living room, and point- 
ing to a newspaper, “it says here 
that smoking is very harmful.” _ 

“What rot,” said H. O. “Do I 
look ill? I’m thirty-eight and as 
strong as a horse.” 

“Yes,” she said, “but if you 
hadn’t smoked so much you might 
have been sixty by now.” 

2. ae 

Every once in a while a fellow 
gets into one of those embarrassing 
situations where jt is impossible to 
say whether what the other fellow 
says is a promise or a threat. 

R. H. Guenther, of the Accurate 
Sheet Metal Works, Chicago, and 
president of the Cook County Sheet 
Metal Club, “met up” with one of 
those peculiar situations the other 
day. 

It happened this way. Mr. 
Guenther was in church. The min- 
ister had just preached his farewell 
sermon to the congregation, with 
whom he had had much trouble. 
Mr. Guenther wanted to be .polite 
and said to one of the visiting 
deacons : “How beautiful! And how 
appropriate for a farewell sermon!” 

“Think so?” said the deacon 
gruffly. 

“Why, yes,” said Mr. Guenther. 
‘What better text could he find than 
‘In my Father’s house are many 
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mansions I go to prepare 
a place for you’? By the way, where 
is he going ?” 

The deacon smiled sourly as he 
answered : “He becomes chaplain of 
the State penitentiary.” 

* * * 


I had a visit from Tom W. Pear- 
son, of Thomas & Armstrong Com- 
pany, London, Ohio, on Tuesday of 
this week. Tom, you know, is the 
witty gentleman who made the re- 
port on the Search and Seizure 
Committee containing recommenda- 
tions and admonitions at the Ur- 
bana meeting of the National Warm 
Air Heating and Ventilating Asso- 
ciation last December. Tom told 
me on the Q T that that committee 
of which he is chairman had been 
very active during the past year and 
that he hopes to be able to make a 
very impressive report at Urbana 
this year. I tried to learn what 
form of attack will take this year 
so that I could tip my friends among 
the furnace manufacturers off, but 
I found Tom entirely non-commit- 
tal. He assured me, however, that 
the report he makes will be up to his 
usual high standard. The vacation 
season has dealt kindly with Tom, 
as he appeared to be in the best of 
health. 

%* * * 

I learned this week that Ralph W. 
Blanchard, Chicago branch manager 
and secretary of Hart & Cooley 
Company, New Britain, Connecti- 
cut, was taking a vacation. My in- 
formation was derived from no less 
an authority than James Charles 
Allen of the International Heater 
Company. My friend, James 
Charles, says that Ralph had gone 
away for a change and rest. How 
he found this out I haven't the 
slightest idea, unless it could be 
that Ralph had gone to Rockford 
for a rest, and in that event I can 
easily see who got the change. I 
was somewhat surprised though to 
learn that Ralph had found it neces- 
sary to take a vacation. He travels 
around so much, anyway, that it 
would seem he got plenty of both 
change and rest and all of: the other 
things that one usually gets on a 
vacation without actually taking one. 
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St. Louis Heating Company Stages Booth 


at Greater Exposition 


Company Gives Away Free Complete Fur- 
nace Installation to Holder of Lucky Number 


HERE are very few warm air 

furnace installers who are not 
yet convinced of the efficacy of the 
county fair booth to get results. 
Most energetic installers have long 
since recognized the county fair as 
an important ally, and many a live 
prospect list has been worked up 
from this source. 

Now comes the Greater St. Louis 
Exposition—September 4 to 19, 
1926—celebrating 150 
American independence and indus- 


years of 


trial progress. And with it we also 
see the warm air furnace installer 
taking advantage of this opportunity 
to get his products before a poten- 


tial public. 


In the accompanying illustrations 
we show how the St. Louis Heating 
Company, 2901-11 Elliot Avenue, 
St. Louis, has staged its booth at 
the exposition. 

Mr. Valentine A. 
charge of the exhibit, describes the 
public’s reaction to this display of 


Fath, who has 


warm air heating apparatus as fol- 
lows: 

“Photograph No. 1 shows a No. 
448 Home Comfort soot and gas 
consuming furnace set up for dem- 
onstrating purposes. It is fired with 
Illinois soft coal of an ordinary 
smokestack is 


tock grade. The 
twenty feet high and open at the 
top. The warm air pipes distributed 


as shown number six in all, namely, 
one 8-inch, two 9-inch, two 10-inch, 
one 12-inch, making a total of 445 
These ducts are connected 
to a 32-inch round stack, which has 


inches. 


a bottom in it. This stack is fifteen 
inches above the canopy and passes 
through the roof and connects to the 
roof ventilator. "The warm air pipes 
are taken off the side of the canopy 
and spaced around in proportion to 
the size of the pipes. These warm 
air duets are also neatly and smooth- 
ly covered with asbestos paper. 
“The cold air shoe is placed di- 
rectly on the rear of the furnace for 
uniform distribution. The shoe is 
12 inches high, 38 inches wide—a 





Photograph No. 1 Showing the Booth of the St. Louis Heating Company at Greater St. Louis Exposition, Held from 


September 4 to 19 
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total of 456 inches. It has two col- 
lars, one 14 inches, equaling 154 
inches, and the other 20 
equaling 314 inches, or a grand total 
of 468 square inches. 

“The water pan is placed in the 
center of the upper section of the 
furnace, where it heats and evap- 


inches, 


orates water quickly and is in plain 
sight to the prospective customer. 

“On the left side an opening is 
cut into the casing fifteen inches in 


diameter, which is conveniently lo- 


~ 
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’ 29041) 


AMERICAN ARTISAN 


they are. What’s that big pipe for 
above the furnace?’ 

“When people stop and ask ques- 
that 
they are interested, and by showing 


tions, that fact alone proves 


them how to fire a furnace and how 
it functions*the display man can 
work up a great deal more interest. 
This proves a great drawing card. 

“On the left side of the booth is 
located a No. 051 double door gas 
and soot consuming furnace. This 
with a cut- 


furnace is equipped 


























Photograph No. 2 Shows a Group of Interested Spectators Watching a Furnace 
Demonstration 


cated so that the prospect can in- 
spect the furnace and feel of its 
heat. 

“This furnace display has aroused 
a great deal of curiosity. Many vis- 
itors to the exposition stop and peer 
into the booth. They attempt to 
figure out the curiously shaped fur- 
nace, make many comments among 
themselves and then finally break 
out in a rapid running fire of ques- 
tions. 


“Here are some of them: ‘Is that 
a new way of piping a furnace? Is 
that a pipeless furnace? Is that a 
new style way of heating’? Gee, 
that’s a dandy furnace, because you 


can’t bump your head on those pipes «« 


while shoveling coal! I’ll beat that 


those pipes heat easy ; see how short 





away casing so that the furnace it- 
self can be seen readily. 

“On the shelves out in plain view 
are specimen fire brick and grate 
bars. Seats are also provided in the 
booth for the interested prospects. 

“Photograph No. 2 is that of a 
group of interested spectators who 
were “caught” before the booth by 
the camera man as they were listen- 
ing to Mr. Fath’s ‘line.’ ” 

The evidence shows that they 
were vitally interested in what Mr. 
Fath had to say, because no one of 
them had the slightest inkling that 
a picture was being taken. To be 
more: exact, Mr. Fath was, at the 


smoment.of taking the picture, in the 


act of telling his audience how to 
save fuel, how to get the most heat 
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from the coal, how to avoid clinkers 
and how to make less smoke. 

A complete furnace installation 
was given away free by the St. 
Heating Company on this 
The contest was conduct- 
A card having a 
number and containing full informa- 
about the furnace installation 
to be given away free was circu- 


Louis 
occasion. 
ed in this way: 


tion 


lated among the home owners. This 
card or coupon was equipped with 
a detachable slip, having a duplicate 
number to the one on the main cou- 
pon and also a space ruled out for 
the name, address, telephone num- 
ber and location at which the fur- 
nace is to be installed in the event 
that that number is the lucky one. 
The condition is that the holder of 
the coupon must present himself at 
the booth in order for the entry to 
become valid. : 

Of course, the list of live pros- 
pects for furnace installations that 
is obtained in this way is of inesti- 
mable value to the The 
individual presenting himself at the 
booth also gives the man in charge 
of the booth an opportunity to ex- 
plain the advantages of the warm 
air heating system. 


company. 









Stressing Importance of 
National Fire Pre- 
vention Week 


In his proclamation designating 
Fire Prevention Week last year, 
President Coolidge referred to fire 
loss as a waste resulting “from con- 
ditions which justify a sense of 
shame and horror for the greater 
part of it could and ought to be pre- 
vented.” In 1905 the value of the 
property destroyed by fire in the 
United States $165,000,000. 
Ten years later in 1915 there had 
been no appreciable increase, the fig- 
ure being $172,000,000. But from 
that time a larger loss has been re- 
ported every year than during the 
preceding one until the stupendous 
total of $570,000,000 was reached in 
1925, and unless there is a marked 
improvement during the remaining 
months of 1926, indications point to 
an even greater-loss this year. 

Woodrow Wilson began the cus- 
tom of designating October 9 the an- 


was 
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niversary of the great Chicago fire, 
as Fire Prevention Day for the pur- 
pose of impressing upon the entire 
nation through appropriate activities 
the importance of curtailing this ex- 
cessive waste. Subsequently, the 
entire week in which October 9 falls 
was set aside annually instead of a 
single day. 

Fire Prevention Week is to be 
held throughout the nation this year 
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from October 3 to 9. It is expected 
that the activities carried on will be 
more extensive and diversified than 
ever before in order that the public 
may fully realize the serious extent 
of the nation’s fire waste and be in- 
structed in methods whereby it can 
be decreased. It is suggested as the 
starting point for continuous activi- 
ties throughout the year. Take this 
to heart. 


Homer Furnace Company Holds 
Sales Convention 


At Coldwater, Michigan, Tuesday 
and Wednesday, September 7 and 8 


HE annual sales convention of 

the Homer Furnace Company 
took place at Coldwater, Michigan, 
Tuesday and Wednesday, Septem- 
ber 7 and 8, and headquarters for 
the meetings was at the Grant Hotel, 
which was practically taken over by 
a large number of delegates and rep- 
resentatives of the company both of 
this city as well as from nearly 
every state in the Union. 

The official meeting was held in 
the Supervisors’ room Tuesday 
forenoon at 8:30. Mayor A. B. 
Walker and Sheriff George Payne 
gave welcoming addresses, which 
were followed by a general discus- 
sion of the factory and its products. 
After the various talks, General Su- 
perintendent W. C. Cortright con- 
ducted the assembly through the 
plant, and explained the operations 
of the various departments. 

At the opening of the convention 
S. D. Strong, President of the 
Homer Furnace Company, gave a 
very interesting and inspirational 
talk. Talks on subjects of interest 
were also made by President Strong 
at every session of the meeting. 

In the afternoon Vice-president 
R. B. Strong gave an inspiring talk 
on the new Homer Grand furnace, 
and its possibilities not only from 
the salesmanship but from the prac- 
tical viewpoint. Charles Pierson, of 
the U. S. Register Company, of Bat- 
tle Creek, also spoke interestingly 
along this line. 

That same evening the entire as- 





- Advantages. 


sembly enjoyed a frazzle at Har- 
mony Beach at Rose’s Lake, which 
was followed by a business session. 

On Wednesday morning LeRoy 
Palmer gave the opening talk, the 
subject being financing, auditing and 
purchasing. Then S. E. Moore, 
vice-president of the New Amster- 
dam Finance Corporation, of New 
York City, gave a highly instructive 
talk on Time Payment Paper and its 
Also R. G. Fuller of 
Chicago, gave a fine talk on the ad- 
vantages of the simplified book- 
keeping system. 

Wednesday afternoon Attorney 
Glenn Cowell made the opening talk 
which was one of the most highly 
interesting of the sessions. 

C. B. Strong, Vice President and 
General Manager, then headed a 
general discussion on Advertising, 
Merchandising and Sales, followed 
by talks from B. C. Jeffries, of the 


Furnace Maker 
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Tri-Art Printing Company, of 
Grand Rapids, and Ralph Ettlinger, 
of the Ettlinger Sign Company, of 
Chicago. 

The series of meetings were all 
under the very capable direction of 
I. C. Cole, sales manager of the 
The 


from both the visitors and the resi- 


company. general comment 
dent members who attended the ses- 
sions was that too high praise could 
not be given for Mr. Cole’s manage- 
ment of the entire affair. 

The meetings were closed with a 
general review of the situation most 
feelingly conveyed by Mr. Cole. He 
stated that he believed the meeting 
had done much good, especially in 
this trading of ideas by men hh dif- 
ferent lines of trades, and that it 
had certainly brought out the fact 
that business conditions throughout 
the country were in a very healthy 
state of prosperity. He stated that 
with the advent of the new Homer 
Grand furnace, the popularity of all 
the Homer products would undoubt- 
edly increase rapidly. 

The morning after the convention 
was all over, and the various vis- 
itors were leaving either by train 
or autos, the factory resembled a 
bee hive on a sunny day. Not only 
leaving, but many 
salesmen were getting their mate- 


were visitors 
rial together for an immediate de- 
parture to their various destinations, 
scattering to all parts of the country. 
This conveys but a faint idea of the 
vast trade which the Home Furnace 
company has gained during its few 
years’ location in Coldwater. 


Evolves Unique 


Installer Contract Blank 


Specification Calls for Installation 
According to Standard Furnace Code 


EGARDLESS of whether a 

warm air furnace installer does 
his work in accordance with the 
precepts of the Standard Furnace 
Code or not, he must be concerned 
with forms of written contract that 
are to be used in putting his speci- 
fications and the consideration he is 


to receive on paper. No good busi- 
ness man ever trusts his proposi- 
tions to a verbal agreement. The 
need for a uniform contract blank 
has long been recognized. 

It became so urgent that the 
Western Warm Air Furnace and 
Supply Association took the matter 
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in hand and drew up a contract 
blank which it was thought would 
meet the needs of all contractors. 
The committee having this work in 
charge reported at the December 
meeting of the association and the 
blank which they submitted for ap- 
proval was read and adopted. This 
blank as adopted, together with the 
report of the committee, appeared 
in the issue of AMERICAN ARTISAN 
for December 5, 1925. 

There was no mandate compelling 
any contractor or manufacturer 
member of the association to use 
this contract blank. It was drawn 
up for the convenience of its mem- 
bers, who could use it or not, as 
their fancy dictated. 

Also recognizing the need for a 
definite written contract that would 
include everything and at the same 
time safeguard the contracting par- 
ties, Moore Brothers Company, 
Joliet, Illinois, have drawn up what 
is known to them as the “Specifica- 
tions and Agreement for Installing 
a Warm Air Furnace.” This speci- 
fication and agreement sheet takes 
cognizance of each and every factor 
which enters into the installation of 
a warm air furnace. It is so worded 
as to give both purchaser and in- 
staller a clear statement of just 
what is to be done by each of the 
contracting parties, how far the 
contractor’s liability extends, in 
whom the title to the property is 
vested, and all other matters for the 
protection and agreement between 
the contracting parties. 

The accompanying reproduction 
of the contract blank will give the 
reader an excellent idea of how one 
furnace manufacturer has solved 
this problem for his dealers. 





Aeolus Dickinson Com- 
pany Has New Design 
of Mushroom Ventilator 


The Aeolus Dickinson Company, 
3346 South Artesian Avenue, Chi- 
cago, has recently issued a folder 
explaining the operation of the 
E-Z Damper cast iron floor vent. 
The floor vent itself—of the mush- 
room type—is a recent design and 
is known as the Griptite. It is espe- 
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This 
Seal of Quality 


On Every 
Moore’s Furnace 


September 25, 1926 


Specifications and Agreement for Installing a 


Moore’s Self-Cleaning Furnace 
BUILT BY 


MOORE BROTHERS COMPANY 
JOLIET, ILLINOIS 


It is understood that the execution of this contract is contingent 
on our government’s demands, strikes, accidents or other causes 
beyond the control of the contractor. 

















Location 
Description 
Owner 


Furnace 


Rooms 


Warm 
Air Pipes 


Registers 


Cold 
Air Supply 


Stipulations 


Carpenter’s Work 
Mason’s Work 
Title 


Consideration 


Guarantee 


Acceptance 





For the consideration hereinafter mentioned the undersigned heat- 
ing contractor proposes to furnish material and to complete the 
installation of a warm air heating system according to followmg 
specifications in building located or to be erected at.............. 
CN iahids teed ks COP as State 
ee eee and owned 
whose address is 
Se ee eT eer There shall be installed 
grit ie Moore's’ Air-Tight Furnace, the same 


to be installed according to Standard Code. 





ee) ee ee) ©) 8 re ee ee 


] . ° 
| the same intended to be used for 


Sizeof Size Size Oxidized Black Heating Space 
Rooms Rooms Pipe Register Copper Japanned in Room 
Amount of heating space in residence............. Rating of a 


Ro gee Ja ate ae Moore’s Furnace. Size of Cold Air Boot.... 
sh ip Maan aaeeiah-s Size of Cold Air Pipe 


Size of Cold Air Registers ................ 
IE ILAMEEL: «<<, so = caus $.0s ap dane 4. Seniacie maniee ace ee 


CORRE EEE EEE EEE SEE EHH EEE HEHEHE EHH HEHEHE EHO HHEE EES 


It is understood that the owner or purchaser assumes responsi- 
bility for the chimney draught, and damage that may occur to the 
furnace or material after delivered to the building. 

Any alterations or changes in the proposed system entailing 
extra expense will be subject to a charge additional to the con- 
sideration hereinafter mentioned. 

Carpenter’s work shall be done at the expense of ............. 


Mason’s work shall be done at the expense of.................. 

It is further understood that the intention of the parties hereto 
is that said furnace and material shall remain personal property. 
And it is covenanted that the title.of said furnace and appurten- 
ances thereto shall remain in the heating contractor until the 
consideration hereinafter mentioned shall be fully paid. In the 
event of default on the part of the purchaser in the payment of 
any part of the purchase price in accordance with agreement, the 
heating contractor shall have full right, power and authority to 
enter upon the said premises and remove the said furnace and 
appurtenances ; and thereupon all payments which have been made 
by the purchaser thereon shall be forfeited to the heating con- 
tractor as compensation for the use of said furnace and appur- 
tenances. 

The above specified apparatus shall be installed by the heating 
contractor for the sum of , payments to 
be made as specified in the purchasers’ acceptance. 

The following guarantee to become effective when the building 
is completed, ready for permanent occupancy, provided, however, 
that the conditions required of the purchaser have been fully 
complied with. 

The heating contractor hereby guarantees the above specified 
furnace to be of ample capacity to heat rooms on first floor in 
which registers are placed to 70° Fahr., and on floors above to 
65° Fahr. when outside temperature is zero. The heating con- 
tractor further guarantees all material to be used free from de- 
fects and that the system will be completed in a first-class work- 
manlike manner. It is further agreed by thé heating contractor 
that in the event changes become necessary to make the system 
operate in accordance with this guarantee that all expense incurred 
for so doing shall be paid by said contractor. 

Date 


eee eee eee eee ee | 


Heating Contractor. 
The purchaser has carefully read the foregoing proposition and 

agrees to the condition as stated and furthermore agrees to accept 

same and make payment as follows: ...........00seeeeeeeeeeees 
Date of Acceptance 


Tere eee eee ee ee eee eee eee ee eee eee eee eee eee eee ee 


eee eee eee eee ee eeee 


eee ee 





Showing Form of Contract Used by Moore Brothers Company 
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cially adapted for use in theatres 
and auditoriums. 

Mr. Edwin P. Cobb, Sales Man- 
ager of the Aeolus Dickinson Com- 
pany, says that while this folder has 
been distributed to architects and 
contractors whom they know to be 
interested in ventilation of this class, 
the company will gladly mail copies 
of the folder to anybody that would 
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be interested. He says further that 
insofar as they know this mushroom 
represents a new development in the 
method of handling the ventilation 
problems met with in this class of 
building. It is to the interest of 
everyone having to do with ventilat- 
ing problems to obtain a copy of this 
folder for future reference and 
study. 


Professor A. C. Willard Has Re- 
markable Record of Achievement 


Furnace Men Should Consider Themselves Fortunate at 
Being Able to Have His Services in Their Research Work 


N a relatively short time, Decem- 

ber 1 and 2 to be exact, the mem- 
bers of the National Warm Air 
Heating and Ventilating Association 
will again hold their meeting in the 
Urbana-Lincoln Hotel, Urbana‘, IIli- 
nois. At that time the meeting will 
be given over largely to the hearing 
of reports of the findings of the 
men who are conducting the re- 
search work of the warm air heat- 
ing system. Chief among these men 
is, of course, Arthur C. Willard, 
Professor of Heating and Ventilat- 
ing, Head of the Department of 
Mechanical Engineering of the Uni- 
versity of Illinois. 

The September issue of the 
Aerologist, which is edited by Dr. 
E. Vernon Hill, contains, under the 
heading of “Interesting People,” a 
resume of Professor Willard’s past 
connections which should be of a 
great deal of interest to men in the 
warm air heating industry, particu- 
larly those who are closely follow- 
ing the work of research. There- 
fore, excerpts of this article is here- 
inafter reproduced. 

“Professor Arthur C. Willard 
was graduated in 1904 from the 
Massachusetts Institute of Technol- 
ogy, receiving the degree of Bach- 
elor of Science .in Chemical Engi- 
neering. That year he entered upon 
a life devoted to teaching when he 
accepted the post of instructor in 
Industrial Chemistry at the Cali- 
fornia School of Mechanical Arts in 
San Francisco. 

In 1906 the East coast called Pro- 


fessor Willard and he became Head 
of the Department of Mechanical 
Engineering at George Washington 
University, Washington, D. C. 
From 1909 until August 1913 
Mr. Willard temporarily left the 
path of the teacher and served his 
country in the capacity of Sanitary 





Professor A. C. Willard 


_and Heating Engineer, U. S. Q. M. 


Corps, where he had charge of the 
preparation of plans and specifica- 
tions, acceptance tests, and the 
awarding of contracts for heating 
and ventilating equipment of all 
United States Army posts. 
September 1913 found Professor 
Willard back in his chosen field of 
teaching as Assistant Professor of 
Heating and Ventilation at the Uni- 
versity of Illinois. Here his service 
has been crowned with rapid 
achievement, for he stepped into a 
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full professorship in 1917, and three 
years later was given the chair as 
Head of the Department of Me- 
chanical Engineering, which he 
holds at the present time. 

One of the outstanding features 
of his work at the University of 
Illinois has been the Warm Air 
Furnace Research Investigation, of 
which Professor Willard is in 
charge. 

Concurrently with his work as a 
teacher, Professor Willard has 
served as consulting engineer on 
heating, cooking, and laundry equip- 
ment for National Army canton- 
ments during the war; as consultant 
on ventilation for the New York 
State and the New Jersey Inter- 
state Bridge and Tunnel Commis- 
sions ; as consulting Mechanical En- 
gineer for the Bureau of Mines; 
and most recently he has been ap- 
pointed consultant to Chemical 
Warfare Service, U. S. War De- 
partment. 

For more than a decade Profes- 
sor Willard has been a valued mem- 
ber of the A. S. H. V. E., where he 
has acted on the Committee on Pub- 
lication of the Guide, 1924; chair- 
man of the Technical Advisory 
Committee on Infiltration of Air 
into Buildings, 1925; chairman ot 
the Publications Committee, 1925: 
and Second Vice-President, 1926. 

His pen has been a fluent and able 
one. In collaboration with Mr. L. 
A. Harding, Professor Willard has 
published “Mechanical Equipment 
of Buildings,” Vol. I. “Heating and 
Ventilation,” 1916, and Vol. II. 
“Power Plants and Refrigeration,” 
1918. Bulletins and Circulars total- 
ling 600 pages and dealing chiefly 
with problems of warm air heating 


have been published. Professor 
Willard has published numerous 
articles, 


Professor Willard is a member of 
the following societies: American 
Society of Heating and Ventilating 
Engineers, American Society of 
Mechanical Engineers, Society for 
Promotion of Engineering Educa- 
tion, and the Sigma Xi, Tau Beta 
Pi, Phi Kappa Sigma, Pi Tau Sig- 
ma, Sigma Tau, and Triangle fra- 
ternities. 
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How Do Furnace Installers View the 


Customer-Always-Right Policy? 


Do They Live Up to the Spirit of the 
Guarantees They Make With Customers? 


ig the customer always right? This 
question has undoubtedly pre- 
sented itself for solution to sheet 
metal contractors and warm air fur- 
nace instailers in all sections of the 
country. Although, of course, it 
would not happen to them nearly as 
often as it would to a hardware 
dealer, for instance. 

The hardware dealer sells a razor. 
The customer takes it home. The 
following night his wife remains at 
a friend’s for dinner and hubby is 
compelled to get his own dinner. 
He rushes to the grocer’s, gets a can 
of beans, a can of tomatoes, and a 
can of chicken a la king. He pro- 
ceeds to open these with the newly 
bought razor. The next morning 
when he goes to shave, the razor 
won’t cut and he rushes back to the 
hardware dealer, cursing him for 
attempting to palm off his old junk 
on him at an exorbitant price. In 
the face of this the hardware dealer 
is expected to bow down before the 
customer and assume that he is 
always right. 

It seems that no matter how fool- 
proof the contract is which a warm 
air furnace installer gets his cus- 
tomer to sign, there are instances 
where the installer has been very 
nearly left holding the bag. He 
often runs up against the necessity 
of returning to a job several times 
even after he has carried out the let- 
ter of the contract. 

Now, most every normal indi- 
vidual is imbued with a sense of 
fairness. He can pretty nearly 
always tell when he is being. im- 
posed upon. And he is apt to get 
pretty hot under the collar when he 
finds out that one of his customers 
has been attempting to get some- 
thing for nothing. 

The universal practice among the 
large, well known stores is to as- 
sume that the customer is always 
right. Now, of course, the man- 
agement of these stores knows that 
there are all kinds of people among 





their customers. These customers 
do not wear their hearts upon the 
sleeves and it is next to impossible 
to distinguish the honest from the 
dishonest. They figure, however, 
that the majority of people with 
whom they deal are honest. There- 
fore, rather than run a risk of do- 
ing an injustice to a customer who 
has a just cause for complaint, and 
thereby making an enemy for the 
the management has de- 
termined to assume that in cases of 
complaint the customer is always 
right. 

These stores realize that a certain 
percentage of the complaints that 
come in are in no way justified, but 
all of those stores who have adopted 
the policy that the customer is 
always right feel that the benefits 
they derive from the increase in 
good will which the policy brings 
them far outweighs the actual 
money they lose in having dishon- 
est people take advantage of their 
liberality. 

Most warm air furnaces on the 
market today are covered with a 
guarantee that takes care of any de- 
fects in the castings themselves that 
may get past the inspector. Most 
manufacturers in business today are 
willing and anxious to make good 
on defective products without much 
equivocation. 

The better furnace installers, too, 
have now reached a point where 
they are willing to guarantee a cer- 
tain definite temperature in the 
separate rooms of the dwelling in 
which the installation has been 
made, with certain reservations, of 
course. 

In this way the purchaser of a 
warm air heating system is protect- 
ed by a double guarantee, covering 
efficient operation of the system. 
Under these circumstances the warm 
air furnace installer has little that 
he can do but make good in case of 
failure of the system to function. 
The point is, however, that the 


store, 
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furnace installer should 
be careful of the spirit in which he 
makes good on these guarantees 
when called upon to do so. One 
thing that is particularly noticeable 
about the big stores that adhere to 
that the customer is 
always right is that when a cus- 
tomer returns with a complaint or 
returns goods for credit, he is not 
compelled to go through a mountain 
of red tape in order to get his 
money back or at least to get proper 
credit. The spirit of “Money 
cheerfully refunded” is carried out 
to the letter and no questions asked. 

To make good on a guarantee in 
a grudging or unwilling manner has 
the same effect upon the customer 
as not making good at all would 
have. The customer thinks to him- 
self, “Well, he got me that time, but 
I’m a salted herring if he ever gets 
another cent of my money.” And 
never fear that his experience with 
you will not be retailed at every op- 
portunity. 


warm air 


the policy 


The warm air furnace installer 
should, in-so-far as it is possible for 
him to do so align himself with a 
reputable furnace manufacturer and 
supply house. Then when he 
makes a guarantee and is called 
upon to make good because of de- 
fective parts that developed during 
the service of the system, he will 
not be left holding the sack. 


The only sound policy for a fur- 
nace installer to pursue is, if you 
make a guarantee with a customer, 
live up to that guarantee in every 
respect. Make it a point to drop 
around and look the customer’s 
heating system over from time to 
time while it is in operation. By 
this constant observation of the 
system under load you will be able 
to tell how it is functioning, whether 
satisfactorily or not. Then if you 
see that trouble is developing, you 
can rip the defective part out and 
replace it before the customer has 
had a chance to complain. You will 
also be better able to tell whether 
the customer has a just cause for 
complaint. Such practices build 
good will and there is nothing so 
important to you in business as the 
building and maintaining the good 
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will of your customers. You may 
never sell them again, but their good 
opinion of you is a very valuable as- 
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set to have when you are trying to 
interest some of their friends in a 
similar system. 


“Illinois Observer” Finds Food for 
Thought in What Menk Says 


Says Article Lends Enthusiasm 
Which Is Much Needed in Industry 


N the issue of AMERICAN ArTI- 

saAN for September 18, 1926, 
there appeared an article by R. W. 
Menk, of Heating Systems and 
Supply Company, relative to the at- 
titude of furnace manufacturers 
and salesmen toward the warm air 
furnace business. In this article 
Mr. Menk asked the questions, 
“How far has the warm air heating 
industry traveled along the road of 
progress during the past few years? 
What future is there ahead for the 
industry ?” 

Following these questions, Mr 
Menk gives a short dissertation on 
some experiences and observations 
he has made within the industry 
which have caused him no little con- 
cern. 

Now comes the reaction. “Tlli- 
nois Observer,” who is not a strang- 
er to readers of AMERICAN ARTI- 
SAN, refers to Mr. Menk’s article 
as follows: 

To AMERICAN ARTISAN: 

Mr. R. W. Menk of Heating Sys- 
tems and Supply Company, in his 
warm air heating article September 
18, savs: “If AMERICAN ARTISAN 
desires to illustrate them at some 
future time, or the readers are suf- 
ficiently interested to ask for them, 
we will gladly submit the layouts, 
etc.” 

For one reader, I’m “asking for 
them.”” Mr. Menk’s article is very 
readable and stimulates thought. I 
know of lots of furnace installers— 
and I’m not overlooking myself— 
who could read it over more than 
once and learn something from it at 
each reading, and yet it is but an 
inkling of what I suspect Mr. Menk 
has under his hat about the furnace 
business. 

The title you gave the article 





wasn't taken from a list of select 
works of fiction, either. 

Mr. Menk’s article lends enthusi- 
asm to the subject. We must build 
up enthusiasm before we try too 
hard to soak in the technical “stuff.” 
A great percentage of your techni- 
cal articles roll off the duck’s back 
because of his resistive armor of 
indifference and skepticism. 

On with the good work, Mr. 
Menk and AMERICAN ARTISAN. 

“ILLINoIs OBSERVER.” 


Standard Furnace & Supply 
Issues Catalog Containing 
Standard Furnace Ordinance 


The Standard Furnace & Supply 
Company, Omaha, Nebraska, of 
which Fred L. Nesbit is President 
and General Manager, has issued 
during this week a new general cata- 
log that is a “darb” from the stand- 
points of lithography, typography 
and informative content. Nothing 
has been omitted from this issue 
that could in any possible way aid 
the warm air furnace installer in his 
work. 

Immediately following the fore 
leaf inside the front cover is placed 
a complete reproduction of the 
Standard Furnace Ordinance, the 
latest of a long list of achievements 
of the Western Warm Air Furnace 
and Supply Association. A de- 
scription of the purposes of this 
Standard Furnace Ordinance, to- 
gether with the ordinance itself, ap- 
peared in the August 7, 1926, issue 
of AMERICAN ARTISAN. 

The second section of the book is 
given over to tht description of the 
many types and sizes of furnaces 
manufactured and carried in stock 
by the Standard Furnace & Supply 
Company. 
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Then comes the section on fur- 
nace supplies. Here wall pipe, 
boots, offsets, elbows, angles, stack 
heads, tees, all these in the single 
and double types, are attractively 
placed. Floor register boxes, gal- 
vanized cold air shoes, registers and 
cold air faces are prominently 
placed and priced in the center of 
this attractive book. 

In the back of the book are locat- 
ed many >ther appliances and acces- 
sories of the warm air furnace, as 
well as a partial list of tools and 
supplies used by the warm air fur- 
nace installer. 

Taken on the whole the catalog is 
a masterpiece and should be in the 
hands of every progressive warm 
air furnace man. 

Here’s what J. A. Schoenthal, 
Ogallala, Nebraska, said after re- 
ceiving his copy of the book: 

“Just received your new catalog. 
It is the best and most complete of 
any catalog out. Surely a dandy. 
If you have later discount and price 
sheets than have been forwarded, 
kindly send them on. 

“Please send me information and 
prices on the warm air fan vou have 
illustrated. I want to know more 
about it.” 

“P. S.—The new rules for esti- 
mating furnace and pipe sizes is 
sure a boon to the guy out in the 
sticks like me.” 


Midland Furnace Club 
Meets at Congress Hotel, 
Chicago, September 17 

A meeting of the Midland Club 
was held at the Congress Hotel, 
Chicago, Friday, September 17. The 
meeting was very well attended and 
problems pertaining to the furnace 
industry were thoroughly discussed. 

Problems such as freight rates, 
shipping classifications, crating, 
packing, accounting, costs, credit, 
etc., were given thorough considera- 
tion by the members of the club in 
attendance for the benefit of the in- 
dustry and the dealers in it. 

R. C. Walker, General Manager 
of the Meyer Furnace Company, is 
President of the club and is also 
chairman of the steel furnace manu- 
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facturers’ division of the Midland 
Club. 

It might be mentioned here, inci- 
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dently, that: Mr. Walker is leaving 
for California on September 28, to 
be gone until November 1. 


Code Furnace Installers Must De- 
termine to Keep Out Price Talk 


No Mention of Price Made Until 
Customer Is Ready to Place Order 


TANDARD CODE furnace 

dealers are in a class by them- 
selves. They are the “upper crust” 
of the warm air furnace business. 
Upon them rests the responsibility 
of lifting the industry to a higher 
level than it now enjoys. But they 
are not compelled to do all the work 
unaided. They have the National 
Warm Air Heating and Ventilating 
Association back of them. 

As an inspiration to these furnace 
installers the National Warm Air 
Heating and Ventilating Association 
has given out the following mes- 
sage: 

“There are still a few dealers 
who do not see the logic in refusing 
to take furnace jobs at profitless 
prices, or to keep out price talk to 
a prospect until he has about de- 
cided to place the order. Some feel 
that price is always a strong selling 
argument; that when an article is 
cheaper than its competitors it 
should sell better. 

“But here’s what happens. These 
dealers are so anxious to sell their 
furnaces that the first thing they say 
to a prospect is: ‘And, you know, 
Mr. Jones, warm air furnaces are 
cheaper than any other kind of heat- 
er.’ And, before the dealer knows 
it, Mr. Jones has the price idea in 
his mind and he can’t think any- 
thing else. The chance of selling 
him at a good profit is about gone. 

“One furnace dealer, commenting 
on this policy of selling, stated the 
other day: ‘We have lost several 
jobs because we did not vary from 
the Standard Code, but we feel sure 
that we will be called upon to take 
these jobs out either this or next 
winter, replacing them with Stand- 
ard Code installations.’ 

“That is the experience of many 
Code dealers right now. Everybody 


wants a good heating system. If 
the dealer won’t supply it the first 
time, the home owner will eventual- 
ly go to one who will. In other 
words, a job lost to a cut-price deal- 
er may not be lost at all, but prob- 
ably will in a season or two come to 
the Code dealer. And when it comes 
there will be no price argument, for 
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the buyer will have seen the folly of 
trying to get a quality heating sys- 
tem at a low price.” 





Jones & Son, Haskell, 
Texas, Completes Second 
Lint Flue Installation 


Jones & Son, sheet metal contrac- 
tors at Haskell, Texas, have recently 
completed the work of constructing 
and erecting a 5-stand air blast lint 
flue twenty-five feet in length for 
the W. A. Duncan Gin Company of 
Haskell, Texas. 

Jones & Son makes a specialty 
of this type of sheet metal work 
and has installed a number of jobs 
of this character, as well as doing 
many other important erections in 
and around Haskell, Texas. 


Wherein the Chief Evil of Price 


Cutting Is Paraded for the Retailer 


Quoting an Analysis of Price Cutting, Show- 
ing How the Retailer Indulging Is Misled 


RICE cutting is an evil. Ina 

recent issue of The Informant 
there was an article dealing with 
the evils of price cutting, wherein 
the writer stated that when the price 
was cut on a piece of merchandise it 
would be necessary to procure an 
additional volume of business if it 
were desired to hold up the profits 
to a certain definite level. The table 
was as follows: 
On a 20 Per Cent Margin of Profit 


A cut of 5 per cent requires 1834 ° 


per cent more volume. 

A cut of 8 per cent requires 35% 
per cent more volume. 

A cut of 10 per cent requires 50 
per cent more volume. 

A cut of 12% per cent requires 
75 per cent more volume. 

A cut of 15 per cent requires 
112% per cent more volume. 

The editor of that publication re- 
ceived several letters making fur- 
ther inquiry regarding the method 
employed in determining the total 
volume of business that would be 
necessary. Some inquirers wanted 
to know how the table was worked 
out. The problem was referred to 
Paul Findlay, who is an expert in 


margins, mark-up, profits, etc., and 
he has returned the following: 

“Assume sales at 25 per cent mar- 
gin. In that case, sales of $100 will 
yield $25 gross, cost being $75 and 
margin $25. 

“If now, we cut prices 15 per 
cent, the goods we sold for $100 
will bring us in only $85. Where 
the $100 yielded us $25, the $85 will 
yield us only $10. So here is what 
we must do on this new basis. 

Sell $85 worth to get........ $10.00 
Sell another $85 worth to get 10.00 
Sell another $42.50 worth to 

OE 0 oc cceneceyuishneens 5.00 
Before we get back to the old 

basis of gross earnings of. 25.00 

“But that is not all. For a given 
quantity of goods formerly sold for 
$100: When we cut prices 15 per 
cent and get only $85 for that same 
physical quantity of goods, we have 
to sell not merely $127.50 more in 
value but one and a half times the 
physical quantity of goods ; so to cut 
15 per cent on prices entails the 
handling of 250 per cent of the first 
physical quantity of merchandise to 
return us the same gross money. 

“And yet again: it will cost us 
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fully two and a half times the ex- 
pense to handle two and a half times 
the merchandise, hence on the basis 
of cutting our margin 15 per cent 
we have multiplied our expenses on 
the same physical quantity of mer- 
chandise by two and a half! 

“IT am short on mathematical 
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formulae (please note the Latin!) 
but anybody who wants to take 
apart any of the statements in your 
table and build up costs, expenses 
and compensations as I have done 
on this item can, I am sure, con- 
vince himself that price cutting is 
pretty expensive business.” 


Scientific Methods of Collecting De- 
linquent Accounts 


One Merchant Gets All Informa- 
tion He Can About Customers 


ARDWARE retailers, sheet 

metal contractors and warm air 
furnace installers alike are con- 
fronted with a common problem— 
that of collecting the money from 
customers to whom they have sold 
merchandise or services. All men 
in business run up against these de- 
linquent customers and are com- 
pelled to resort to all sorts of ruses 
to bring in the money. 

An interview had recently with a 
hardware man who has had his full 
share of delinquent account collect- 
ing revealed several sure-fire meth- 
ods of collecting delinquent ac- 
counts. 

To begin with, the bookkeeper of 
this man’s store has strict instruc- 
tions to get statements out so that 
they reach the debtor customer 
promptly on the first day of the 
month. The idea in this is that 
most householders always receive 
some bills on the first of the month. 
They expect to pay these bills on 
the first of the month. 

Now, if your statement is among 
those that the debtor receives on the 
first of the month, the chances are 
pretty good that yours will be paid 
along with the others. 

Should it occur, however, that 
your statement comes in two, three, 
four or more days after the first of 
the month—after the check book 
has been put back into the desk— 
the tendency is to let the bill go 
until the following month. See to it 
that the statements go out on time. 

The management of this hard- 
ware store always takes a paternal 


interest in the customers. He tries 
to find out as much about his cus- 
tomers as he can and then keeps 
them within bounds on their pur- 
chases. 

In one particular instance a boy 
came in to purchase a gun. This 
boy was of the school age and had 
no visible means of paying for the 
gun. He wanted to buy it on the 
installment plan, paying a small sum 
down and the balance in small 
monthly amounts. Instead of let- 
ting the boy have the gun, the mer- 
chant made an arrangement whereby 
the boy could pay him small allot- 
ments at regular intervals. After 
the purchase price of the gun was 
almost completed, the’ mercliandise 
was transferred to the boy. 

In this way the merchant not 
only protected his own interests, but 
he instilled in the boy a sense of 
responsibility that will stand him in 
good stead later in life. 

The credit rating of each of his 
time payment customers is carefully 
watched by the merchant. He tries 
to find out as much about their 
habits as possible. In this way he 
determines whether Mr. So and So 
is a man who meets his obligations 
promptly or not. He also tries to 
keep the customers within certain 
bounds; that is, he does not allow 
any one man to buy and charge a 
bill of merchandise of such propor- 
tions that it will be difficult for the 
customer to meet the payments. In 
this way he avoids a lot of trouble. 

Another good practice is to find 
out when the factories and stores 
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pay their help. In this way it is 
easy to know when a debtor is 
“flush” and, therefore, more liberal 
than at any other time. It is also 
diplomatic, when the balance is 
large, not to mention the amount to 
the debtor. Try, if possible, to re- 
duce the balance by getting several 
payments on account. In this way 
the entire balance can be cleaned 
up, whereas if the balance is kept 
prominently before the debtor, he is 
apt to think the bill is too large to 
clean up. 


Often the debtor’s sense of pride 
can be appealed to. An effective 
method of doing this is to place in 
your own hand writing in the lower 
left hand corner of the statement a 
notation something on this order: 
“What about this party? Who rec- 
ommended him?” Then immediately 
below this in the hand writing of 
the bookkeeper insert the words, 
“He was well recommended by the 
firms on the sheets attached.” 

Evidently the debtor pays atten- 
tion to this and feels that he is 
eavesdropping on some office talk 
about his integrity. He very likely 
feels that it was only by accident 
that these notices got into the mail 
and came before his eyes. At any 
rate, we have had results from that 
plan. Possibly the man did not 
wish us to get in touch with a refer- 
ence, or it may be that the case ap- 
pealed to his pride. 


When the case seems almost hope- 
less and the debtor pays absolutely 
no attention to the statements or 
special dun letters that you send 
out, the way to get him is this: 
Send him a bill for $25 or $50 more 
than the original amount, or if he 
has made one or two payments on 
account, send the bill without taking 
cognizance of these payments. The 
debtor is bound to come storming 
into the store and demand to know 
what it’s all about. You can easily 
calm him down by sending the state- 
ment to the bookkeeping department 
and having the correction made. 
Then some definite arrangement can 
be made with the delinquent to clear 
up the remainder of the past due 
account. 
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National Steel & Machine 
Tool Exposition an 
Impressive Sight 

This week at the Chicago Mu- 
nicipal Pier one of the greatest ma- 
chine tool exhibits was held, known 
as the Eighth National Steel & Ma- 
chine Tool Exposition. This expo- 
sition was held in connection with 
the annual convention of the Ameri- 
can Society for Steel Treating at 
the Drake Hotel. 

In 1 mile line, or the entire length 
of the north side of the Municipal 
Pier, there were three solid lanes of 
tool and machine displays, compris- 
ing three miles of displays in all. 

Machines of every shape, size, 
construction and for every conceiv- 
able purpose were here exhibited. 

Among the exhibitors were many 
of the friends of AMERICAN Ar- 
TISAN. 

Armstrong-Blum Manufacturing 
Company were present with a line 
of steel cross-cut and band saws. 
Light-duty lathes were also on ex- 
hibit here. 


Armstrong Brothers Tool Com- 
pany had a display of small tools, 
dies, wrenches in numerous sizes 
and a complete line of small steel 
vices. 

The Whitney Metal Tool Com- 
pany was on hand with its punches 
and squaring shears. 


Unishear Company, Inc., had an 
exhibit of both heavy and light 
shearing tools which they were dem- 
onstrating. Maplewood Machinery 
Co. were also in this booth. 

E. C. Atkins Company were pres- 
ent with a line of saws. 

Black & Decker Manufacturing 
Company had a line of both heavy 
and light duty grinders and buffers. 

Joseph T. Ryerson and Son, Inc., 
had a unique friction saw on dis- 
play as well as a number of lathes 
and a sign which let the audience 
know that the company made “ev- 
erything in working machinery.” 

The Niagara Machine and Tool 
Works had a group of heavy duty 
shears and punches in operation. 

Henry Disston & Sons, Inc., and 
the Chicago Pneumatic Tool Com- 
pany were also on hand with at- 
tractive exhibits. 
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W. A. Whitney Manufacturing 
Company had an elaborate display 
of small tools and dies. 

The Oxweld-Acetylene Company 
were also present. 

Taken all in all the exposition 
brought together one of the most 
impressive tool and machine ex- 
hibits that has ever been held, and 
the exhibitors deserve a great deal 
of credit for their part in it. 
Hardware Special 
to Be Run from Chicago 
to Atlantic City 

The Pennsylvania System is ar- 
ranging to operate a special train to 
the Atlantic City hardware conven- 
tion, leaving Chicago at 1:05 p. m. 
Sunday, October 17th, and arriving 
at Atlantic City at 9 a. m. Monday 
October 18th, making intermediate 
stops at Plymouth, Fort Wayne, 
Lima, Crestline, Mansfield, Alliance 
and Pittsburgh. 

If you are interested in making 
reservation on the “Hardware Spe- 
cial,” it is suggested that you com- 
municate with Mr. W. E. Blachley, 
Division Passenger Agent, Pennsyl- 
vania Railroad System, Union Sta- 
tion, Chicago, Illinois. 











National Hardware Association con- 
vention, Atlantic City, New Jersey, 
October 19, 20, 21, 22; headquarters, 
Ambassador Hotel; James T. Fernley, 
secretary-treasurer, Philadelphia. 

American Hardware Manufacturers 
Association convention, Atlantic City, 
New Jersey, October 19, 20, 21, 22, 
1926; headquarters, Ambassador Ho- 
tel; Charles F. Rockwell, 342 Madi- 
son Avenue, New York, secretary- 
treasurer. 

American Welding Society, Annual 
Fall Meeting, Buffalo, New York, No- 
vember 17, 18 and 19, 1926. Carl D. 
Miller, secretary, Burke Electric Com- 
pany,-508 Morgan Building, Buffalo. 

National Warm Air Heating and Ven- 
tilating Association mid-year meeting, 
Urbana, Illinois, December 1 and 2, 1926, 
Urbana-Lincoln Hotel. Allen W. Wil- 
liams, secretary, 174 East Long Street, 
Columbus, Ohio. 

Texas Hardware & Implement Asso- 
ciation Convention, Dallas, Texas, Janu- 
ary 18 to 20,..1927. Dan Scoates, 

Box H, College Station, Texas, secre- 
tary. 

Michigan Retail Hardware. Conven- 
tion and Exhibition, Grand Rapids, 
Michigan, February 8, 9, 10, 11, 1927. 
Arthur J. Scott, Secretary, Marine City, 
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Michigan. K. S. Judson, 248 Morris 
Avenue, Grand Rapids, Michigan, Ex- 
hibit Manager. 

Pennsylvania and Atlantic Seaboard 
Hardware Association, Philadelphia 
Commercial Museum, February 15, 
16, 17 and 18, 1927. Sharon E. Jones, 
Secretary-Treasurer, Wesley  Build- 
ing, Philadelphia, Pennsylvania. 

Illinois Retail Hardware Association 
convention and exhibit, Hotel Sherman, 
Chicago, February 15, 16, 17, 1927. Leon 
D. Nish, 14 North Spring Street, Elgin, 
Illinois, secretary. 

New England Hardware Dealers’ 
Convention and Exhibition, Mechan- 
ics’ Building, Boston, Massachusetts, 
February 22, 23 and 24, 1927. George 
A. Fiel, Secretary, 80 Federal Street, 
Boston. 

Michigan Sheet Metal and Roofing 
Contractors’ Association, Pantlind Hotel, 
Grand Rapids, March 1, 2 and 3, 1927. 
Frank E. Ederle, Secretary, 1121 Frank- 
lin Street, S. E., Grand Rapids. 

Texas Sheet Metal Contractors’ Asso- 
ciation, Hotel Adolphus, Dallas, Texas, 
April 24 and 25. Harry Stanyer, Secre- 


tary-Treasurer, 2422 Alamo Street, 
Dallas. 

National Association of Sheet Metal 
Contractors, Adolphus Hotel, Dallas, 


Texas, Apri! 26, 27, 28 and 29, 1927. 


W. C. Markle, Secretary, 850 West 
North Avenue, Pittsburgh, Pennsyl- 
vania. 

















Retail Hardware Doings | 





Alabama 


S. H. Andrews Hardware Company 
of Jackson has been incorporated with 
a capital of $10,000. Incorporators 
are: Mrs. Lucie Wild Andrews, Wal- 


ter Wild Andrews, and Sam N. 
Andrews. 
Home Furniture and Hardware 


Company, Leeds, has been incorpo- 
rated with a capital of $25,000. Incor- 
porators are: D. D. Herndon, Roy J. 
Kelly and Joe M. Jefferson. 

Illinois 

Waukegan Hardware Company, In- 
corporated, 13 North Genesee Street, 
Waukegan, has been incorporated with 
a capital of $20,000, to deal in general 
hardware and sporting goods.  In- 
corporators are: Tony Grobelch, John 
W. Melcher and William E. Herr. 

Kansas 

Home Hardware Company of Bax- 
ter Springs has been incorporated with 
a capital of $5,000. 

J. W. Dodds has purchased the 
Chas. Hardware Store at Lincoln from 
Joe Stuive. 

Michigan. 

The D. A. King and Son Hardware 
store at Saginaw has been damaged 
by fire. The loss is estimated at be- 
tween $25,000 and $30,000. 

Minnesota. 

J. C. Beckert has sold his hardware 
business at Faribault to G. G. Grunert. 
Missouri. 

E. H. Telhorst has opened a hard- 
ware store at 7501 South Broadway, 
St. Louis. 

H. Steiner and Sons of Prairie City 
have purchased the Rudolph Steiner 
Hardware store in Rockville. 
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O), the strength 
of its 35 Year Record 
for Durability— 





HE reputation of Wheeling 

Roofing Ternes for perma- 
nence and trouble-free service, has 
gained steady headway in the thir- 
ty-five years this product has been 
on the market. Experience in every 
part of the country has established 


Wheeling Corrugating Company, Wheeling, W. Va. 


Wheeling 





for all time, the safety and econ- 
omy of this fire-proof roofing. 

Numbered among those who use 
and recommend Wheeling Roof- 
ing Ternes, are many of the most 
prosperous sheet metal shops, 
contractors and architects. They 
know that Wheeling Roofing 
Ternes are better today than ever 
before because they are made of 
Ohio Metal (Open Hearth Copper 
Alloy) heavily coated with new 
tin and new lead by the Wheeling 
Hand Dipping process. 

Judge this proven product in the 
same light in which your custo- 
mers judge your reputation for ser- 
vice. Specify Wheeling — with the 
35 year record 
for durability. 








ROOFING TERNES 


PHILADELPHIA 
KANSAS CITY 


NEW YORK 
ST. LOUIS 


MINNEAPOLIS 
RICHMOND 


CHICAGO 
CHATTANOOGA 





Mention AMERICAN ARTISAN in your reply—Thank you! 
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Gain in Steel Mill Operations—Producers 
Operating at Almost 85 Per Cent Capacity 


Tin and Copper Are Dull—Lead and Zinc 


HE mid-week reviews of the 

steel industry paint a cheerful 
picture. Producers are operating 
almost uniformly at 85 per cent of 
capacity, compared with 77 a year 
ago and 63 two years ago. 

“New orders for finished steel 
and deliveries on those placed in the 
summer continue in fair balance,” 
the Iron Age says. “Chicago out- 
does other districts in reporting the 
last week’s sales and specifications 
as the best since early August. 

“This far in September, rail buy- 
ing and rail inquiry for 1927 have 
been closely in line with what de- 
veloped at this time a year ago. 

“Buying of rolling stock is start- 
ing just as the books of the car 
shops are nearly bare.” 

“Major developments have been 
on the side of continued confidence,” 
the Iron Trade says. ‘Automobile 
production is bowling along at a 
rate which, if. maintained propor- 
tionately in the later months, should 
surpass the 1925 total.” 

Copper 

The copper market is very dull 
again and the buying intermittent. 
On Tuesday there was very little in- 
quiry and there were sellers at 14.30 
cents Connecticut points up to the 
end of the year. 

First quarter was offered at 14.40 
cents delivered at Connecticut points 
but both buyers and speculators are 
holding off. 

This price could probably be shad- 
ed were any actual disposition 
shown by buyers. Meanwhile, the 
price is entirely nominal. 

In the export market buyers and 
sellers are from five to seven and 
one half points apart. 

There are buyers at from 14.12% 
cents to 14.15 cents f.a.s. for Octo- 
ber, 14.20 cents f.a.s. for November 
but traders and first hands are hold- 
ing for the same prices as yesterday, 
namely 14.25 cents f.a.s. for Octo- 





Market Steady With Moderate Demand 


ber, 14.27% f.a.s. for November 
and 14.30 f.a.s. for December. 

First quarter could be bought to- 
day at 14.40 cents f.a.s. but specu- 
lators are not showing any interest. 
Zine 


Domestic consumption continues 


heavy but buying at the moment is 
not active and prices are practically 
unchanged, 7.47% cents East St. 
Louis basis being asked for Prime 
Western, but in some directions 
7.45 cents appearing possible. 

Demand for Brass Special is dull 
and this grade can be bought at 
almost the price for Prime Western 
some being offered today as low as 
7.50 cents, East St. Louis basis. 

Zinc ore was again $50.00 in Sat- 
urday’s Joplin market and produc- 
ers apparently did not obtain all 
they wanted at that price, sales be- 
ing about 13,000 tons against ship- 
ments for the week of about 17,000. 
Lead 

The domestic market is not re- 
markably active, but consuming in- 
quiries for October and November 
are becoming more frequent—a sign 
of gaining confidence, and in the 
“outside” market there is no dispo- 
sition to quote these positions at any 
considerable discount, offerings at 
8.45 cents for the two months com- 
bined being reported accepted today. 
Tin 

Straits sold at 68.50 cents for 
October, 67.00 cents for November, 
66.50 cents for December early 
Monday, with same prices bid for 
further lots, and if offered % cent 
higher, would undoubtedly have 
found buyers. 


Market closed with nothing of- 
fered under 68.75 cents October, 
67.25 cents November, 66.75 cents 
December. 

There seems to have been no busi- 
ness from consumers and outside of 
the interest shown by traders the 
market has been stagnant with 





prompt delivery in limited supply at 
70.25 cents and September delivery 
at 70.12% cents asked. 

No new developments are report- 
ed in the situation regarding esti- 
mates of American deliveries and 
Straits shipments for September 
and a slight increase in the visible 
supply October Ist is still generally 
expected. 

Solder 

Chicago warehouse prices on 
solder are as follows: Warranted 
50-50, $43.75; commercial 45-55, 
$40.75, and plumbers’, $37.75, all 
per 100 pounds. 

Old Metals 

Wholesale quotations in the Chi- 
cago district, which should be con- 
sidered as nominal, are as follows: 
Old steel axles, $17.50 to $18.00; 
old iron axles, $24.00 to $24.50; 
steel springs $18.50 to $19.00; No. 
1 wrought iron, $13.00 to $13.50; 
No. 1 cast, $16.00 to $16.50, all per 
net tons. Prices for non-ferrous 
metals are quoted as follows, per 
pound: Light copper, 9 cents ; zinc, 
5 cents, and cast aluminum, 19 
cents. 

Pig Iron 

Sales of about 1,500 tons of Bes- 
semer pig iron have been made by 
a valley furnace interest in the past 
few days at $19.00, valley furnace, 
this total including a single block of 
1,000 tons. 

For some time past there have 
been sales at short intervals at the 
$19.00 price, when it was under- 
stood that there were sellers at 
$18.00, but this is the first case in 
this period of a thousand-ton lot 
going at the $19.00 price. 

In foundry iron there has been a 
similar divergence of prices. Last 
July sales developed at the new low 
price of $17.50 but a number of im- 
portant sellers have continuously 
refused to go below $18.00 and one 
or two have been quoting $18.50. 
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Two Brands with but a Single Thought— 
“TAYLOR QUALITY” 


For those who want the best roofing tin that can be had, 


M 
we recommend our HAND MADE i 
o 
i 


TARGET AND ARROW 


For those who want the best machine made plate that 


can be made, we offer our 


TAYLOR’S EXTRA COATED 
40 lb. Copper Bearing O. H. 


Years of experience have taught Architects and Builders to 
accept TAYLOR QUALITY on sight. This means sales for 
roofers who use roofing tin made by 4 


PHILADELPHIA 
Headquarters for Good Roofing Tin Since 1810 ? 


DDD CS ACA CAC4( 


I) 


N. & G. TAYLOR COMPANY vi 





. 









































EVERYTHING USED IN 
SHEET METAL WORK 


A Complete Stock Insures 
Prompt Shipment 


In our warehouse you will find one of 
the most complete stocks in the country. 
Not only complete as to quantity but 
selected by men who have had many 
years of experience. 

There are 12 men in our employ who 
have been with us a total of 261 years— 
an average of 22 years per man. It is 
the knowledge resulting from this expe- 
rience that we offer you in Osborn 
Service. 
cAt the , INLAND STEEL COMPANY 
Senviae 38 South Dearborn Street, Chicago 


| 1 OSBORN CO of Steel 


Users ST. PAUL « ST. LOUIS + SALT LAKE CITY + MILWAUKEE 
KANSAS CITY « NEW ORLEANS + EL PASO 








Say you saw it in AMERICAN ARTISAN—Thank you! 
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Chicago Warehouse Metal and Furnace Supply Prices 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 
publication containing Western Hardware and Metal prices corrected weekly. 









METALS 








PIG IRON 


Chicago Foundry 
Southern Fdy., No. 2....... 27 
Lake Superior Charcoal.. 
Malleable 


FIRST QUALITY BRIGHT 


TIN PLATES 
20x28 112 peepee 
20x28 























IC 20x28, 40-Ib. 338 
[X 20x28, 40-Ib. 112 
IC 20x28, 
IX 20x28, 
IC 20x28, 
[V 20x28, 
IC 20x28, 








sheets.. 16 







No, 8 ga. 
% in.—l 


eee eee eeee 

















COKE PLATES 
Cokes, 80 Ibs., base, 20x28.$12 
Cokes, 90 Ibs., base, 20x28. 12 
Cokes, 100 ibs., base, 20x28. 13 

ay 7 107 Ibs., base, Ic 
ty late 6 0400046 obese 006 13 
135 Ibe, base, Ix 5 
ee dercccecoccocceeces 1 

Cokes, 166 Toe. base, 66 
Seeesrecerecoceceres . 

Cokes, 176 Ibs., base, 66 
Cote reercercosecece 9 

Cokes, 196 Ibe., base, 66 
TITTiTTriririiiriTe 10 







Base 10 ga...... per 100 Ibs. $2 
“Armco” 10 ga..per 100 Ibs. 4 


ONE PASS COLD ROLLED 
BLACK 









No. 18-20....... per 100 Ibs. $3 
WA es ibadsaae per 100 Ibs. 3 
2 aa per 100 Ibs. 
No. 100 













Ibs. 
















“ARMCO” GALVANIZED 
“Armco” 24..... per 100 Ibs. $6 
GALVANIZED 
i. NS per 100 Ibs. 4 
| PP RRORS per 100 Ibs. 4 
i | See per 100 Ibs. 4 
i | UP yeaa: per 100 Ibs. 4 
) dt. eye Per 100 Ibs. 4 
 y Roe per 190 Ihe. & 
_ eh « aniee vod per 100 Ibs. 56 
+5 Ds‘ é-s Sites One per 100 Ibs. 5 
Gr olsecize per 100 Ibs. § 
RAR SOLDER 
Warranted 
MT be t's «ye td per 100 Ibs. 43 
Commercial 
SS per 100 lbs. 40 
Plumbers --Per 100 Ibs. 37 
ZINC 
RE a $3 
SHEET ZINC 
Cash Lots (600 rane eesadaed $13 
Sheet Lots whdeda oe be coe 26 


















BLUE ANNEALED SHEETS 


“ARMCO” INGOT IRON PLATES 


75 


75 
75 





HARDWARE, SHEET 
METAL _ SUPPLIES, 
WARM AIR FURNACE 
FITTINGS AND ACCES- 
SORIES. 


LEAD 
American Pig ... «i $9 45 
ee «26.0.0 0 tee Cones Swe . 10 45 
Sheet 
Full Coils...... per 100 Ibs. 14 00 
Cut Colls...... per 100 Ibs. 14 26 
TIN 
Pig tin . -per 100 Ilbs. 78 50 
Bar tim ..ccess per 100 Ilbs. 79 50 
ASBESTOS 
Pa up to 1/16........ 6c per Ib 
Roll DE srccceccese é%c per ib 
Mill board 3/32 to 6c per Ib 


Corrugated Paper ¥ 50 
aq. ft. to roll)....$6.00 per roll 


BRUSHES 
Hot Air Pipe Cleaning 


Bristle, with handle, each.$0 85 
Flue 
Steel only, each..........+. 1 26 
BURRS 
Coppers Burrs only........... 45% 
CEMENT, FURNACE 


American Seal, 5-lb. cans, net $ 40 
American Seal, 10-ib. cans, net 80 
me Seal, 25-lb. cans, net 2 00 
Pecora .....-+++. per 100 Ibs. 7 61 


CHIMNEY TOPS 
Iwan’s Complete Rev. & 


GME ccceccdcccccseccscoces 30% 
!wan’s Iron Mountain ay, .35% 
Standard ........... «-+-80 to 40% 


CLINKER TONGS 
Front Rank, each........... 
Per doz. 


eee eee nee 





eee eeeee 


CLIPS 
Damper 
Acme, with tail pieces, 
. CO ns aneee ede cheeés $1 25 
Non Rivet tail pieces, 
per doz 26 


Pointed Roofing 
: Ib. and heavier..... per Ib. 40c 


CORNICE BRAKES 
Chicago Steel Bending 
BOG BOD Fee dc es oes ccescos Net 


CUT-OFFS 
Kuehn’s Korrekt Kutoffs: 


Galv., plain, round or cor. rd. 
standard gauge ............ 0% 
SB. DRUGS 0 oc dvucocesscceses 30% 
DAMPERS 
“Yankee” Hot Air 
7 inch, each 20c, doz....... $1 75 
8 inch, each 25c, doz....... 2 40 
9 inch, each 80c, doz....... 2 75 
10 inch, each 32c, doz....... 3 00 
Smoke Pipe 
7 inch, each............-- --$@ 35 
SW, GUE sc ccc boccccccese 4 
SS Or eee 6 
Sk SC Sree 60 
OB RG INNS Se etc cccccccs 9e 
Reversible Check 
i... i. Se eee $1 50 


ry AT ae 1 70 


DIGGERS 
Post Hole 
Iwan’s Split Handle 
(Eureka) 
4-ft. Handle...per doz. $14 00 
7-ft. Handle...per doz. 36 00 


Iwan’s Hercules pattern, 
per doz. 


EAVES TROUGH 
Galv. Crimpedge, crated..75 & 5% 


ELBOWS 
Conductor Pipe Mileor. 


Galv., plain or corrugated, 
round flat Crimp. 


BUA. GAUSS. ccoccces-secsess 66% 
Be Mn dobseccedec cbecsces 60% 
BO GRBs oc ccc cess cevccese 40% 
Be 0 08 04:6 005 0 b05 coves 10% 
Square Corrugated 
Standard Gauge............ 50% 
Beet, BS GEOMMS. ccoccccoccces 46% 
BD (GRID 6 eos 02 50 062 Oe 06bee 30% 


Pertice Elbows 


Standard Gauge Conductor Pipe, 
plain or corrugated. 

Not nested 

nested solid............ 70 & 5% 


ELBOWS—Stove Pipe 
1-plece Corrugated. Uniform Blue 


“Milcor’” No. 28 gauge. 
Doz. 
BORER cocccccascccoccccceses $1 15 
OnfMG cc cceccssccccescocgese 1 26 
GoM v'e oe Cec cccevocceccece 1 76 


Adjustable—Uniform Blue 
“Milcor’ No. 28 Gauge. Uniform 


WOOD FACES—50% off list. 


FENCE 
726-6-12%% (100 rods)....$28 68 
1948-6-14%% (100 rods).... 43 62 
FILES AND RASPS 
Heller’s (American) ...... 50-10% 


American 
Arcade 
Black Diamond 
Eagle 
Great Western 
Kearney & Foot 
McClellan 
Nicholson 
Simonds 









eee eee eee eee eee eee 


FIRE POTS 
Otte Bernz Co. 


East of west boundary line of 
Provinee of Manitoba Canada. 
No. Dakota, So. Dakota, Nebras- 
ka, Kansas, Oklahoma Amaril- 
lo, San Angelo and ——— 
Texas 
West" 


eee eee ee eee eee eee 


65% 
of above boundry 61% 


Clayton & Lambert's 


East of west boundary line of 
Provi of Manitoba, Canada, 
No. aoe. So. akota, Ne- 
braska, Kansas, OkjJahoma, Am- 
arillo, San “Anaele and Laredo, 
Texas 


ee ee ee 


West of above boundary Hg 


Poe e eee ee eee ee eee % 








Geo. W. Diener Mfg. Co. Ea 
No. 02 Gasolene Torch, 1 
OE rn dee 238 5 66 
No. 6250, Kerosene, 
Gasolene Torch, 1 .. 7 &e 
No. 10 Tinners’ Furn. 
Square tank, 1 gal..... 123 6@ 
No. 16 Tinners Furn. 
Round tank, 1 gal..... 12 60 
No. 21 Gas Soldering Fur- 
GEOR ccccctcescencosges 3 ee 
No. 110 Automatic Gas 
Soldering Furnace...... 10 60 


Double Blast Mfg. Co. 
Gasolene, Nos. 25 and 36. .60% 


Quick Meal Steve Co. 
Vesuvius, F. O. B. St. Louis 30% 
(Extra Disct. for large 


quantities) 
Chas. A. Hones, Inc. 
Buszer No. 1....eeeceeee $3 0 
Buzzer No. 2......+s+e++ 12 0¢ 
Buzzer No. 22........ «oe 18 50 
Buszer No. 42......+++4++ 15 oe 
Buzzer No. 43..... ecveces 19 oe 
GALVANIZED WARE 
7. (Galv. after made), 
BH ebedoee es coeeseees $2 13 
Tubs (Gaiv. after made). 
26 eaebe seonsegee «oes 6 OO 
No. ; oceeessesooooceonnes 6 86 
GLASS 
Single Strength, A, 25-in, 


BOMGMGED cc cccccccccccobeces 6 
Single Strength, A, 34 ‘to 40- 

in. bracket 82 
Single ~~ ppg A, all other 

BROOD .cccccsccsccceeses 
Double EE A, all sizes. 82% 


HANGERS 
Conductor Pipe 
Milcor Perfection Wire. ...26% 
Eaves Trough 
Milcor Eclipse Wire...... --16% 
Milcor Triplex Wire...... 10% 
Milcor Milwaukee Extension 10% 
Milcor Steel {Ser"' 5s after 
forming) us....12%% 
Milcor Seiflock EB. oT Wire, 
That plum ..ccccccccescess 
Bor 
Vv. & B. No. 1, each....... $0 26 
Conductor 
Mileor 
“Direct Drive’ Wrought 
Iron for wood or brick. ..15% 
Vv. & B. No. 1, each........ $0 26 
HUMIDIFIERS 
“Front-Rank,” Automatic 
Im single lots .....+..++.-- 50% 
In lots of 10 or more... .50-5% 
In lots of 25 or more. ..50-10% 
Vapor pans, etc., each..... 50% 


LIFTERS 
Stove Cover 
Coppered ........ per gro. $6 00 
BIREME ccccccccccs per gro. 4 76 
MALLETS 
Tinners 
Hickory *........ per doz. $2 26 
MITRES 


Galvanized steel mitres, and 
caps, end pieces, outlets. ...30% 


Mileor 
Galv. one piece stamped. .40% 


NAILS 
eee... ab eereeeenoaned $4 35 
CD BOR  c otccvccvcdence pees 436 
Wire 
Common .......... iainges 8 
Cement Coated ....---- 3 06 


(Continued on page 180) 
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FAMOUS SINCE 1819— 


Over one hundred years of tool making experience is built into each and 
every PEXTO Snip. The line is very complete and consists of every 
Material is the best, the finish is durable and 


practical style and size. 
they are fully guaranteed. 


Write for catalogue No. 25A showing complete line of Sheet Metal 


Working Machines and Tools. 


THE PECK, STOW & WILCOX CO. 


SOUTHINGTON, CONN., U. S. A. 


Made in nine sizes 





Metal Shingles—Both Painted 
and Galvanized 


Cee Painted Shingles come 
painted red or green. 


Our galvanized shingles come hand 
dipped; also stamped trom sheets already 


galvanized. 

All Cortright Shingles are made in four 
well designed patterns, and are shown 
in our booklet “Concerning that Roof.” 
Glad to send a copy. 





PERFORATED METAL GRILLES 


All Styles of Perforations 
All Sizes of Perforations 
All Thicknesses of Metal 
MADE IN STEEL, BRASS, BRONZE AND COPPER 


Highest paw, metal and workmanship. 
rite for catalog today. 


DIAMOND MANUFACTURING COMPANY 











WYOMING, PA. 








‘| The NEW IMPROVED ‘‘ STANDARD 2» 
Rotable Ventilator 


This favorite cone-shaped ventilator 
) is now improved in several impor- 

tant points. 

The weight of the ventilator body is 


now carried on a concave thrust 





bearing nested in the apex of the 
conical body. This bearing turns 
upon the pivot — of the station- 
ary center spindle. 

The bronze Guide Bushings are now 
made of non-corrosive bronze which 
minimizes friction and any tendency 
to screech when body is rotating. 
There are other new features. Write 
today for new catalog and price list. 


STANDARD VENTILATOR CO., LEWISBURG, PA. 


Patents pending 











“ 





GALVANIZED STEEL 

BLACK STEEL 

BLACK and GALVAN- 
IZED ARMCO IRON 

BLACK and GALVAN- 
IZED TONCAN 

METAL 

TERNE PLATE 


Sheets 


We sell the best grades of all BRIGHT TIN 
kinds of Sheet Metal. COPPER 
Write today for complete catalog. 

Co. 


BERGER BROS. 


229 to 237 ARCH STREET 
WAREROOMS AND FACTORY : 100 to 114 BREAD STREET 
PHILADELPHIA, PA. 
Manufacturers of “‘Quaker City’’ line of Miters, Ends, 
Caps and Outlets 











mii 
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The dash (—) indicates that the advertisement runs 
on a regular schedule but does not appear in this issue. 


A 
Aeolus Dickinson Co. 
American Foundry 
Co ees 
PurmGee Cer. scccece 


& Furnace 


American 143 
American Rolling Mill Co..... - 
American Steel & Wire Co.....183 
American Tube & Stamping Co.150 
American Wood Register Co... — 
REE. 6 vv ctcveseedtsetvenss - 
B 
Berger Bros. Co.. phe dere 
OPS eotaets BDiucecccscicizese _ 
Buras Gi GROW: si. ccd o.su beet 181 
Pe ns ae a nee we are .181 
Brillion Furnace Co......... ou 
Burgess Soldering Furnace Co..183 
Cc 
Chicago Elbow Machine Co.....181 
Chicago Furnace Supply Co....148 
Chicago Solder Co............ ~ 
Clark-Smith Hardware Co.....181 
Clayton & Lambert Mfg. Co.... - 
Cleveland & Buffalo Transit Co. .143 
“leveland Castings Pattern Co..150 
Coen Wremeh Gb.....ccccccccs 
Connors Paint Co.. Wm 146 
Cortright Metal Roofing Co....179 
Copper & Brass Research As- 
ND * 04.8 4 400K 8 Oehe eR 2 
D 
Davis and Co., Inc., C. S......138 
Diamene Mie. Ce..c.ccccccccs 178 
Dieckmann Co., Ferdinand -- 
I Se a _ 
Double Blast Mfg. Co......... 
Double-Duty Elbow Co......... - 
Dreis & Krump Mfg. Co....... 181 
Dunning, Imc., EB. C........... 148 
E 
Eaglesfield Ventilator Co....... — 
Excelsior Steel Furn. Co...... _ 
F 
Pee Fe GG ick ds ds 00 nekee — 
Floral City Heater Co......... 142 
Forest City Fdy. & Mfg. Co... — 
Fort Shelby Hotel........... - 
Friedley-Voshardt (Co.......... _ 
Priedman @& Peck.......ccenss 183 
G 
Gerock Bros. Mfg. Co......... ~ 
Granite City Steel Works..... 1) 
Gray & Dudley Co......... 146 
Great Lakes Supply Co........ ~ 
H 
BEGIPGIGRE GO” i dinictkdidcdicccecse - 
Harrington & King Perf. Co...181 
Bart @ Geeler Ols6.eas.. cae 148 
Henry Furnace & Fdy. Co.....140 
Hess-Snyder Co. 146 
Hessler Co., HL. Bh... ....-cieve 183 
Homer Furnace Co.........+- _ 
Hopson Co., W. CC... ccccccces — 
PeOWGR. GO. Ge Bes phe tk wececcce _ 
I 
Independent Register & Mfg. 
ee a er — 
Bmiame BROSs Cee. Fe oe ceecnss 177 
International Heater Co....... — 
K 
PCOS GO a weels dc eowdissel 186 
eeaenanee Ge <coccccdddeeeas 150 


Kruse Co. 


L 
Lalance & Grosjean Mfg. Co.. 
Lamneck & Co., W. E........ 
Langenberg Mfg. Co.... 
Lennox Furnace Co 
Liberty Foundry Co........... 
Lupton's Sons Co., David... 
M 


Marshalitown Heater Co... 
Marshalltown Mfg. Co.. 

May-Fiebeger 
Merchant & Evans Co.. 
Meyer Bros. Co., F., 
Meyer Furnace Co., 
Milwaukee Corr. 
Monitor Furnace Co. 
Mt. Vernon Furn. & Mfg 


Co. 


Co.. 


Mueller Furnace Co., L. J..... 


N 


National 
ing Co eens eeces 
New Jersey Sales Co., The 


Zine § 


Northwestern Stove Repair Co.. 


Oo 
3S. es ee or 
The J. M. & L. A. 
P 


Parker-Kalon Corp. 
Peck, H. E..... : 
Peck, Stow & Wilcox OCGraiavars 
Pecora Paint Co..... 
Peninsular Stove Co 
Polk, BR. U..-.s.-. 


Oakland 
Osborn Co., 


Quaker Mfg. Co.. 


BRO«<ceess 


Enameling & Stamp- 
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150 


Quick Meal Stove Co........... - 


Pattern Co... 


R 
Robinson, A. H., Co... 
Robinson Furnace Co. 
Rock Island Register Co.. 
Royal Ventilator Co 
Rybolt Heater Co.. 


Ss 
Sall Mountain Co 
Schwab & 
Security Stove & Mfg. Co 
Sheet steel Trade Ex. Comm.. 
Special Chemicals Co.... 
Standard Fdy. & Mfg. : 
Standard Furn. & Supply Co.. 
Standard Ventilator Co... 
Stearns Register 
St. Louis Heating Co. 
St. Louis Tech. Inst..... 
Sturtevant Co. 
Success Heater Mfg. 


T 
Taylor Co., N. & G.... 
Tuttle & Bailey Mfg. 
Thatcher Co. 


Quincy 


Co.. 


Cr. 


Co... 


Thomas & Armstrong Co...... 


U 
The, 


Unishear Co., . 
Eels « le bWs0 ct 


Utica Heater 


Vedder Pattern Works........ 
Viking Shear Co 


Ww 
Warm Air Furnace Fan Co. 
Walworth Run Fdy. 
Watermann-Waterbury 
Western Steel Products Co..... 
Wheeling Coer. GO. oes cwssceces 
Whitney Mfg. Co., W. A 
Whitney Metal Tool 
Williamson Heater 
Wise Furnace 


Co.. 


Ziener Aluminum Solder Co.... 


. 150 


146 


183 





NETTING, POULTRY 


Galvanized before weav- 
WP o0wness06eecéeseseer 57%-5% 
Jalvanized after weaving .52%-5% 


PASTE 

Asbestos Dry Paste: 
BOOT Ec ccccecucses $16 00 
300-ib. barrel ..........:. 8 75 
SG EE. icc cte’tusnes $ 50 
ZOD. GOS wae cdosecocece 1 10 
BOG Ee ee owas oc ot as 60 
2%-lb. cartons ......... 35 

PIPE 

Conductor 


Cor. Rd., Plain Rd. or Sq. 
“Interlock” Galvanized 


Crated and nested (all 
DRED  cdccccoceccss 75-2% % 
Crated and not nested 
(all gauges) .......... 70-15% 
**Milcor” “Titlelock” Uniform 
Blue Stove 
28 gauge, 5 inch U. 
MOMOE ccciccicscccddée 11 00 
28 gauge, 6 inch U. C 
GENE seccaccecescceces 12 00 
28 gauge, 7 inch U. C 
mested 2... cs ceeeesncces 14 00 
30 gauge, 5 inch U. C 
TBCOE s 6.65 cbc pr dee ccons 10 00 
30 gauge, 6 inch U. C. 
REE Sasveeseeeasceve 10 50 
30 gauge, 7 inch U. C 
MOMEOE cccccccccccccese 13 00 
T-Joint Made up 
6-inch, 28 ga...... per 100 32 60 
Furnace Pipe 
Double Wall Pipe and 
. _f. . BAAS 40-10% 
Single Wall Pipe, Round 
Iron Pipe Galvanized. ..40-10% 
Galvanized and Black 
PUD > dink « Gnd die dic 6 clc'< 40-10% 
Milcor Galvanized 
Pipe and Fittings........ 40-10% 
Lead 
we 8 SP ee $12 50 
POKERS, STOVE 
Wr't Steel, str’t or bent, 
Weraiexivinrrits per doz. $0 756 
Nickel Plated, coil handles, 
ccecceteccesoccece per doz. 1 10 
POKERS, FURNACE 
Wh oc wide id dotone cs06es- $0 60 
PULLEYS 
Furnace Tackle....per doz. $0 60 
per gross 6 00 
Furnace Screw (encased) 
ccceccctscooscens per doz. 75 
Ventilating Register 
POP BUGED cccccccccccccess 9 00 
Small, per pair........-.. 30 
Large, per pair.......... 50 
PUTTY 
Commercial Putty, 100-Ib 
BIGB wccccccccccecesesccecs 
QUADRANTS 
Malleable Iron Damper...... 10% 
REDUCERS—Oval Stove Pipe 
Per doz. 
7—6, 1 doz. im carton........ $2 00 


BASEBOARD REGISTERS 
Excelsior .. 


FLOOR REGISTERS AND 
BORDERS 


Cast FSO 2 vccccccecewocccde 0% 
Steel and Semi-Steel........ 40% 
In lots less than 50 ... «2.244. 3% 
WasebOard ..ccccccscccscsdecs 40% 
In lots less than 50........+.. 334% 
Adjustable Ceiling 
Ventilators ....cccccseeeees 40% 


Register Faces—Cast and Steel 


Japanned, Bronzed and 
Plated, 4x6 to 14x14 ...... 40% 
In lots les; than 50... ........ “6% 
Large Register Faces—Cast, 
14x14 to 38x42 .........6-. 0% 
Large Register Faces—Steel, 
DENES GO GOOD se vcccsesces lo 
In lots less than 50.......+++-- 60% 
RIDGE ROLL 
Mileor 
Galv., Plain Ridge Roll, 
 Secedeh ax’ canine 75-10-5% 
Goby... Plain Ridge Roll, 
OG - Jes ddabdes e hes 76-10% 
Globe. Finials for Ridge Roll. .50% 








Markets—Continued from page 178 
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RBOOFING 
Per Square 
Best grade, slate surf. prep’d $2 30 
Best talc surfaced.......... 2 65 
Medium tale surfaced........ 2 00 
Light tale surfaced........ 1 20 
Red Rosin Sheeting, per ton 57 00 
SCREWS 
Sheet Metal 
No. 17, %4x%, per gross...$0 52 
No. 10, 4%=x3/16, per gross 63 
No. 14, %x%, per gross... 89 
SHEARS, TINNERS’ & 
MACHINISTS’ 
 mareorrrre Te e .$22 00 
Lennox Throatless 
Ble. 28 ccccesccceceeseccses 35% 
Shear blades ..........++. 10% 
(f. o. b. Marshalltown, Iowa.) 
SHOES 
Milcor 
Galv. Std. Gauge, Plain or 
corg. round flat crimp. .65% 
26 gauge round flat crimp. .40% 
24 gauge round flat crimp..10% 
ComOmGtOP scccccccccccsecs 65% 
SNIPS, TINNERS’ 
Clover Leak ..cccccecs 40 & 10% 
TeebeeR wccceeccbodies 40 & 10% 
GORE asda 54 0 EE FERS cc csdeccacs 50% 
ae or ers Tht ee Seccess --Net 
SQUARES 
Steel and Trem ...........++++ Net 
(Add for bluing, $3 per doz. net.) 
BERRED  .cccvecss ewe covene beebece Net 
GP? wodesenee a eee ° -+..-Net 
Try and Bevel....... Poiweccace Net 
Try and Mitre......... Sewsec eet 
VOUS cacescssoevd per doz. $6 00 
Winterbottom’s ....... --10% 
STOPPERS, FLUE 


Common . -per doz. $1 1° 


Gem, Me. Becesccse per doz. 11° 
Gem, flat, No. 3....per doz. 1 00 
VENTILATORS 
BtanGarG <cccccccvce .80 to 40% 
WIRE 

Plain annealed wire, No. 
DOF 100 IBS. cccccsccesccese 3 06 
Galvanized barb —p per 
BODE Fe sidccdcvicoveceboe 3 90 


Wire cloth—Black painted, 
12-mesh, per 100 sq. ft. 1 75 
Cattle ban ey oe ed 
catch — spool, 


BOO TRB cbs tabi edovccccece 3 85 
es Hog Wire, 80 rod 
spool, per spool .......... 3 34 


Galvanized plain wire, No. 9, 


DEP BUS THE oc cde ows iccecces 50 
Stove Pipe, per stone........ 1 10 
WRINGERS 
No. 790, Guarantee per doz. $55 00 
No. 770, Bicycle per doz. 62 60 
No. 670, Domestic perdoz. 48 50 
No. 110, Brighton perdoz. 43 50 
No. 750, Guarantee per doz. 55 60 
No. 740, Bicycle per doz. 52 66 
No. 22, Pioneer per doz. 29 06 
No. 2, Superb per doz. 29 00 
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PERFORATED METALS 


WOU 


All Sizes and Shapes of Holes 
In Steel, Zinc, Brass, Copper, Tinplate, etc. 
For All Sereening, Ventilating and Draining 
EVERYTHING IN PERFORATING METAL 


THE HARRINGTON & KING PERFORATING © 































ELBOWS— 


Any Size in Two Minutes 
with this Machine. 


J UST take your straight 
pipe—fasten the form or 








jig to it and in two min- Range 
utes you have your 3 or 4 plece adjustable elbow of 
all ready for use and any size you want. cay 4 
PURNELL ELBOW EDGING and 36 in. 
CUTTING MACHINE or 
It is simple, sound and constructed of the very No. 24 
best matcrials—both installers and manufacturers gauge 


are using it. No more large stock for the in- 
staller. Enables you to make 
any size for each job at once when 
you need them. 


Write ay | for circular giving com- 
plete description and price. 


Chicago Elbow Machine Co. 


MAIN OFFICE: 826 N. Boulevard, 
Oak Park, til. 






e a 


















Whitney Lever Punches 


Widest known— Most universally used 


— NEW SKYLIGHT 
CLOSE CORNER 
Skylight Punch FLANGE PUNCH 
Every Sheet Metal Worker Needs One. 
Weighs Only 10 Lbs. 


1-2 Inch Opening Above Die Top. 


EASIEST OPERATED 
QUICKEST CHANGED 
FREQUENTLY PAY FOR THEMSELVES 
ON FIRST JOB 


Over 40,000 In Use 
MADE IN 6 SIZES 


= 


No. 2 Punch 


Skylight 
Punch 








Channel Iron Punch 
OTHERS FOLLOWING 


ASK YOUR JOBBER 


or 


Write us, for circu- 
lars and prices. 


W. A. Whitney 
Mfg. Co. 


ROCKFORD, ILL. Y 


No. 8 Punch 








Neo, 4 Tinner’s Punch 














ee ee eee ee ee i eee 


YOUR BEST BET 


‘*Always Reliable’’ 
Torches and Furnaces 


‘THEY have been on the market for just 50 
Years. During that time they have built 
up a wonderful reputation on quality and 
merits. 
You should stock them and increase your 
sales. 


Jobbers supply at factory prices. 


OTTO BERNZ CO. INC., Newark, N. J. 


Offices in New York City, Chicago, Fort 
Worth, nver, Helena, Mont., San 
Francisco, Los Angeles, Seattle 
and St. Thomas, Ont. 





Cevered by Several 
‘ Patents. 

w No 83 Qt. Neo. 84 Pt. 
. For Gasoline 
Fully Guarantees 














Please Mention 
AMERICAN ARTISAN 
AND 
HARDWARE RECORD | 


— 


_ 








When writing to advertisers 
















CHICAGO STEEL CORNICE BRAK ES 


STANDARD OF THE WORLD 











THE BEST BRAKE FOR ALL PURPOSE : 
Most Durable, Easiest Operated, Low in Price; 
Made in All Lengths and to Bend All Gauges 
of Metal. Over 23,000 in use. 


WRITE FOR PARTICULARS 
DREIS & KRUMP MFG. CO., 7404 Loomis Street, CHICAGO 















TREADLE SHEAR 


This TREADLE GAP SHEAR is 
made in all standard sizes for No. 
14 and lighter gauge sheets. With 
it, sheets can be squared, trimmed 
or slit. 

We make a 
shears, punches and bending rolls, 
all sizes for hand or belt drive. 
Write for Catalog “Ss.” 


BERTSCH & COMPANY Cambridge City, Ind, 


complete line of 








Bn Eo 











Plecker’s Galvanized Eave Trough and Corrugated Expanding Conductors 


Made of Costs no more 

Keystone Lasts longer 

Copper Bearing Therefore 
Steel Cheapest 


CLARK-SMITH HARDWARE CoO. 





PEORIA, ILLINOIS 
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BUYERS’ DIRECTORY 
— we. J .-—™ =. Double-Duty Mfg. Co. Standard Furnace & + es Peck, Stow & } --~k- ae 


Asbestos Products. 
Sali Mountain Co., Chicago, Il. 


Bale Ties. 
American Steel & Wire Co., 
Chicago, IL 


Blowers. 
Sturtevant Co., B. F., Boston, Mass. 


Bolts—Stove. 
The Kirk-Latty Co., 
Cleveland, Ohio 


Brakes—Bending. 
Dreis & Krump Mfg. Co., 
Chicago, Ill. 


Brakes—Cornice 
Dreis & Krump Mfg. Co., 
Chicago, Ill. 


Brass and Copper 
Copper & Brass Research As- 
sociation, New York 
Hussey & Co., C. G., 
Pittsburgh, Pa. 
Merchant & Evans Co., 
Philadelphia, Pa. 


Can 
Osborn Co., The J. é& lL. 
¥ AEN ASnte 


Coctings—iaienbte. 
Fanner Mfg. Co., Cleveland, Ohio 


Ceilings—M 
Friedley-Voshardt Co., 
Chicago, Il. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Wheeling Corrugating Co., 
Wheel ing, WwW. Va. 


Chaplets. 
Co., Cleveland, Ohio 


Chain—Sash. 
Parker-Kalon Corp., 
New York, N. Y. 


Fanner Mfg. 


Cc 
Standard Ventilator Ge 
cowibuss. Pa. 


Cleaners—Furnace. 
Sturtevant, Boston, Mass. 
Christmas Cards. 
Friedman & Peck, Chicago, Ill. 


Sturtevant, Boston, Massa. 


Copper Brass — As- 
sociation, New York 
Hussey & Co., C. G., 
Pittsburgh, Pa. 


Cornices. 
Friedley-Voshardt Co., 
ago, Til. 


e 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Cut-Offs—Rain Water. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Dampers 
8. M. Howes Co., 
Charlestown, Masa, 


Damper Clips 
8. M. Howes Co., 
Charlestown, Mass. 
Diffuser—Air Duct. 
Aeolus-Dickinson Co., 
Chicago, Ill. 


Bossom thetel. 
David Lupton’s Sons C 
Philadeiphia, 


ves Trough. 
Berger oe Co., 
Philadelphia, 
Berger Co., L. D 


Pa. 
P sntladelphia, 
Clark-Smith Hardware C 


Pa. 
0., 
‘e0 
Lupton’s Sons Co. 


Pa. 


ria, Ill. 


vid, 
Phiedel iphia, Pa. 
Milwaukee Corrugating 
Milwaukee, Wis. 
New Jersey Zinc Sales Co., The, 
New York, N. Y. 
Wheeling Corvaqating. Co., 
Whee ling, W. Va. 


Elbows and Sh 
American Rolling Mill Co., 
Middletown, Ohio 
Dieckmann Co., Ferdinand, 
Cincinnati, Ohio 


Aurora, IIl. 
Lupton’s Sons Co., David, 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Enamel Wire. 


Lalance & Grosjean Mfg. Co., 
Chicago, Ill. 


Wood Faces—Cold Air. 
American Wood Register Co., 
Plymouth, Ind. 
EHaglesfield Ventilator Co., 
Indianapolis, Ind. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Fences. 
American Steel & Wire Co., 


Chicago, Ill. 


Flue Thimbles. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


+ Achecta 


Furnace C 
Connors Paint Mfg. Co., Wm., 
Troy, N N. Y. 
Milwaukee Corrugating Co. 
Milwaukee, Wis. 
Pecora Paint Co., 
Philadelphia, Pa. 
Sall Mountain Co., Chicago, Ill. 





Furnace Cleaners. 
Sturtevant Co., B. F., Boston, Mass. 


Furnace Fans. 
Sturtevant Co., B. F., Boston, Mass. 
Warm Air Furnace Fan Co., The, 

Cleveland, Ohio 


Furnace Rings. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Walworth Run Fdy. Co. 
Cleveland, Ohio 


Furnaces—Warm Air. 
American Furnace Co., 
St. Louis, Mo. 
American Foundry & Furnace 


Co. Bloomington, Il. 
Brillion Iron Works, 
Brillion, Wis. 
Chicago Furnace Supply Co., 
Chicago, Til. 
Excelsior Steel, Furnace 
Chicago, Ti. 
Floral City Heater Co., 
onroe, Mich. 
Forest City Fdy. & Mfg. Co., 
Cleveland, ‘Ohio 
Gray & Dudley Co., 
Nashville, Tenn. 
Hall-Neal Furnace Co., 
Indianapolis, Ind. 
Henry Furnace & F 
Cleveland. Ohio 
Hess-Snyder Co., Massillon, Ohio 
Homer Furnace Co., 
Coldwater, Mich. 
International Heater Co., 
Utica, N. Y. 
Kruse Co., Indianapolis, Ind. 
Lamneck Co., W. E., 
Columbus, Ohio 
Langenberg Mfg. Co., 
. Louis, Mo. 
Lennox Furnace Co., 


Marshalitown, Ia.; Syracuse, N. Y. 
Liberty Foundry Co., 
it. Louis, Mo. 
Marshalitown Heater Co., 
Marshalitown, Iowa 
May-Fiebeger Furnace Co., 
Newark, Ohio 
Meyer Furnace Co., The 
Peoria, Ill. 


Monitor Furnace Co., 
Cincinnati, Ohio 
Mt. Vernon Furnace & Mfg. Co., 
Mt. Nn mpeg Til. 
Mueller Furnace Co. J., 
iets, Wis. 


Oakland Foundry Co., 
Beileville, Til. 
Peninsular Stove Co., 
Detroit, Mich. 
Quaker Mfg. Co., hicago, Ill. 
Robinson Furnace Co., 
Gites, Ti. 
Robinson Furnace Co., A. 
Cleveland, Ohio 
Rybolt Heater Co., Ashland, Ohio 
Schwab & Sons Co., R. Ji, 
Milwaukee, Wis. 
Security Stove & Mfg. Co., 
Kansas City, Mo. 
Standard Foundry & Mfg. 
DeKalb, Ti 


St. Louis Co., 
St. Louis, Mo. 
Success Heater Mfg. Co., 

Des Moines, Iowa 


Thomas & Armstrong Co., 


Heating 


London, Qhio 
Thatcher Co., Chicago, [1l. 
Utica Heater Co., Utica, N. Y. 
Waterman-Waterbury Co., 
Minneapolis, Minn. 
Western Steee) Products Co., 
Duluth, Minn. 
Wise Furnace Co., Akron, Ohio 
Williamson Heater Co., 
Cincinnati, Ohio 
Garages—Metal. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Glase—Wire. 
David Lupton’s Sons Co., 
Philadelphia, Pa. 


Grilles. 
Diamond Mfg. e. Wyoming, Pa. 
0., 
Conn. 


Hart & Cooley 
New Britain, 
Independent Register & Mfg. Co., 
Cleveland. Ohio 
Tuttle & Bailey Mfg. Co., 
Chicago, Il. 
Handles—Boller. 


Berger Bros. Co 


Philadelphia, Pa. 


Hangers—Eaves Trough. 


Berger Co., L. D., 
’ Philadelphia, Pa. 
Milwaukee Corrugating Co., 


Milwaukee, Wis. 
Heaters—Cabinet. 
Gray & Dudley Co., 
Nashville, Tenn. 
Mueller Furnace Co., a 
Milwaukee, Wis. 


Peninsular Stove Co., 
Detroit, Mich. 
Waterman-Waterbury Co., 
Minneapolis, Minn. 


Heaters—School Room. 
Floral City Heater Co., 
Monroe, Mich. 


Meyer Furnace Co., The 
Peoria, Til. 
Standard Furnace & Supply Co., 
Omaha, Neb. 


Waterman-Waterbury Co., 
Minneapolis, Minn. 


Hooks—Conductor. 
Berger Co., L. D.. 
Philadelphia, Pa. 


Hotels 
Fort Shelby Hotel, 
Detroit, Mich. 
Humidifiers. 
Robinson Furnace Co., 
Chicago, Ill. 


Jobbers—Hardware. 
Clark-Smith Hardware Co., 


Peoria, Ill. 


Kitchen Utensils. 
Lalance & Grosjean Mfg. Co., 


Chicago, Ill 


Tath— ed Metal. 

Milwaukee Corrugating Co., 

Milwaukee, 

ping. 

Cambridge City, Ind. 
Machinery—Culvert. 


Bertsch & Co., 
Cambridge 


Wis. 


Bertsch & Co 


City, Ind. 


Bertsch & Ce., 
Cambridge cu. Ind. 
Chicago Elbow Machine Co 
Oak Park, Til. 
Dreis & Kraump Mfg. Co., 
— Tn. 


icago, 
Marshalltown f= 
aoltown, Iowa 
Osborn Co., The 5. M. & L. A., 
Cleveland, Ohio 


Malling Lists 
R. L. Polk Co., Detroit, Mich. 


Unishear Co., The, New York, N. Y. 
Whitney Mfg. Co., W. me 
Rockford, Ill 


Metal Tool Co., 
Rockford, Il 


Whitney 


Metals—Perforated. 
Diamond Mfg. Co., Wyoming, Pa. 
Harrington & King Perforating 

Co., Chicago, Ili 


Miters. 
Friedley-Voshardt Co., 
Chicago, 
Milwaukee Corrugating Co., 
Milwaukee, 


In 
Wis 


Miters—Eaves Trough. 


David Lupton’s Sons Co., 
Philadelphia, Pa. 

Milwaukee Corrugating 
Milwaukee, Wis 


Nails—Slating. 


Hussey & Co., C. G., 
Pittsburgh, Pa 


Nails—Wire. 
American Steel & Wire Co., 
Chicago, Ill. 
Oil Burners. 
Security Stove & Mfg. Co., 
Keane City, Mou 
Quaker Mfg. Co., Chicago, Ill. 


Ornaments—Sheet Metal. 
Friedley-Voshardt Co., 
Chicago, Il. 
Gerock Bros. Mfg. Co., 
St. Louis, Mo. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Paint. 
Connors Paint Mfg. Co., Wm., 
Troy, N. ¥ 
Pecora Paint Co. 
Philadelphia, Pa. 


Patterns—Furnace & Stove. 
Cleveland Castings Pattern Co., 
Cleveland, Ohie 
Quincy Pattern Co., Quincy, Il. 
Vedder Pattern Works, 
Troy, N. Y. 


Pipe and Fit 
Chicago Furnace Supply 
hic a Il. 
Dunning, Inc., E. C., 
Milwaukee, Wis. 
Excelsior Steel pusenes Co., ™. 


hicago, 

Hemury Furnace & Fdy. Co. 

Cleveland, Ohio 
Lamneck Co., W. E., 

Columbus, Ohie 
Meyer & Bro. Co., F., Peoria, Ill. 
Milwaukee Corrugating Co., 

Milwaukee, Wis. 
Mueller Furnace Co., 

Milwaukee, Wis. 
Osborn Co., The J. M. & L. A., 

Cleveland, Ohio 


Robinson Furnace Co., 
Chicago, It. 
Standard Furnace & Supply Cc., 
Omaha, Neb. 


Pipe and Fittings—Stove. 
Excelsior Steel Furnace Co., 
Chicago, Ill. 
Meyer & Bro. Co., F., Peoria, Ill. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


uctor. 
Berger Bros. Co., 
Philadelphia, Pa. 
Clark-Smith Hdw. Co., Peoria, Ill. 
Dieckmann Co., Ferdinand, 
Cincinnati, Ohie 
Friedley-Voshardt Co., 


‘Chicago, Til. 
Hussey & Co., C. G., 


Pittsburgh, Pa. 
Lupton’s Sons Co., vid, 
Phitedel hia, Pa. 
Milwaukee Corrugating 
Milwaukee, Wis. 
New Jersey Zinc Sales Co., Th 
New York, N. 
Wheeling Corrugating Ce., 
Wheeling, Ww. Va. 





Mention AMERICAN ARTISAN in your reply—Thank you! 
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Improved Models of Soldering Furnaces 


, oe _ Have you seen the improved 
models? The greatest line of 
Soldering Furnaces today on the 
market. They should be. There 
is more experience behind them. 
Forty-eight years of it! The 
Gems were popular before the 
majority of present day furnaces 
were heard of. It is the oldest, 
the recognized standard Solder- 
ing Furnace today. 


Look these models over. Each leads 
its class. Line them up and take 
your choice. 





De you want a Catalog? 
BURGESS SOLDERING 
FURNACE Co. 
Department A COLUMBUS, 0. 


le / 
pee! 


= Improved No. 3 Gem with Pump 


AMERICAN 


ARTISAN 
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HESSLER Perfect Hose Connection 


and your customers, everybody who hose will welcome 
a on ae aa 


you snap it on or off in a wink. 


Syracuse. New York 











Your 
attention 
is called 
to the fact 
that we 
are able to 
supply you with 


Books 


Patterns 
nd 


a 
Charts 


for 
Sheet Metal Work 


Write us today 
for complete catalog 
and 
special circulars 


AMERICAN ARTISAN 
HARDWARE RECORD 


620 S. Michigan Ave., Chicago, IIl. 











electrical, rope, barbed, 
plain, nails (bright and 
coated), tacks, spikes, 
bale-ties, hoops, springs, 
netting, wire fences, steel | 
posts, steel gates, trolley wire, rail bonds, flat | 
wire—cold rolled strip steel, piano wire, round || 
and odd-shaped wire, screw stock, concrete re- | 
inforcement. Aerial Tramways. 
Illustrated Books describing uses, Free 


American Steel & Wire 


Chicago New York Boston 
Denver Birmingham Dallas 
U. S. STEEL PRODUCTS CO.: 

San Francisco Los Angeles Portland Seattle 





Company 














Send good cheer to 
your customers 


and friends by 
the Mailman 


UR Line includes hun- 
dreds of individual 
cards and folders for 
business and personal 
use. New and dis- 
tinctive; sold with 
or without your 
name engraved. 
Submit your 
last year’s 


card, if you 

can, or give 

us an idea of 

what you deSire 

and let us make 

suggestions, Ten 

sample cards sent on 

receipt of $1.00, 

money to be refunded 

on return of cards, or 
applied on order. 


Mat H. Friedman, 
Friedman and Peck, 
Manhattan Building, Chicago. 


WE are interested in Holiday 
Greeting cards. Let us _ hear 


from you. WE use (_) Personal (_) Business 














Say you saw it in AMERICAN ARTISAN—Thank you! 
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BUYERS’ DIRECTORY 














Posts—Steel Fence. 


American Steel & Wire Co. 


Chicago, Il. 


Punches. 
Bertsch & Co. 

Cambridge City, Ind. 
Parker-Kalon Corp., 

New York, N. Y. 

Peck, Stow & Wilcox Co., 
Southington, 
Co., W. A., 
Rockford, Ill. 
Whitney Metal Tool Co., 
Rockford, Ill. 


Conn. 
Whitney Mfg. 


Punches—Combination Bench and 
. Hand. 


Parker-Kalon Corp., 
New York, N. Y. 
Whitney Metal Tool Co., 
Rockford, IIL 
Co., W. A 
Il. 


Whitney Mfg. - 
Rockford, 


Punches—Hand. 
Whitney Metal Tool Co., 


Rockford, IIL 
Whitney Mfg. Co., W. A 


Rockford, Ii. 


Putty—Stove. 
Connors Paint Mfg. Co., Wm., 
Troy, N. Y. 
Pecora Paint Co. 
Philadelphia, Pa. 
Q d t Da 





ants Pp . 


Parker-Kalon om. “ 
New York, N. Y. 


Ranges—Combination Gas & Coal. 
Quick Meal Stove Co., 


St. Louis, Mo. 
Thatcher Co., 


Newark, N. J. 
Ranges—Gas. 
Quick Meal Stove Co., 
St. Louis, Mo. 
& Dudley Co., 


Gray 
Nashville, 


Tenn. 


Registere—Warm Air. 
American Wood Register Co., 
Plymouth, Ind. 
Chicago Furnace Supply 
Chicago, Il. 
Eaglesfield Ventilator Co., 
Indianapolis, Ind. 
Excelsior Steel Furnace Co., 


Chicago, Ul. 
Hart & Cooley Co., 
New Britain, Conn. 
Henry Furnace & Fdy. Co., 
Cleveland, Ohio 


Independent Register & Mfg. Co., 
Cleveland, Ohio 

Lamneck & Co., . E., 
Columbus, Ohio 


Meyer & Bro. Co., F., Peoria, Ill 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Mueller Furnace Co., L. 
Milwaukee, Wis. 
Robinson Furnace Co., 
Chicago, Til. 
Rock Island Register Co., 
Rock Island, Ill 
Standard Furnace & Supply Co., 
aha, Neb. 
Stearns Register Co., 
Detroit, Mich. 
Tuttle & Bailey Mfg. Co., 
Chicago, Il. 
Walworth Run Fdy. Co., 
Cleveland, Ohio 


Registers—Wood. 
American Wood Register Co., 
Plymouth, Ind. 
Chicago Furnace Supply Co., 
Chicago, Ill. 
Eaglesfield Ventilator Co. 
Indianapolis, Ind. 


Repairs—Stove and Furnace. 
Hessler Co., H. E., 
Syracuse, N. Y. 
Northwestern Stove Repair Co., 
Chicago, IIL. 


. Ridging. 
American Rolling Mill Co. 
iddletown, Ohio 
David Lupton’s Sons Co., 
Philadelphia, Pa. 
Milwaukee “errugating Co., 
re—arien Wty, 


Rivets—Stove. 
The Kirk-Latty Co. 
Cleveland, Ohio 
Roasters. 
Lelance & Grosjean Mfg. Co., 
Chicago, 
Rods—Stove. 
The Kirk-Latty Co., 
Cleveland, Ohio 
Rollse—Forming. 
Bertsch & Co. 
Cambridge City, Ind. 


Roofing Cement. 


Ih. 


Connors Paint Mfg. Co., Wm., 
Troy, N. Y. 
Pecora Paint Co., 
Philadelphia, Pa. 
Roof—Fiashing. 


Hessler Co., H. E., Syracuse, N.Y. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Roofing—Iron and Steel. 
American Racing, Mill Co. 
Middletown, Ohio 
Cortright Metal Roofing Co. 
Philadelphia, Pa. 
Friedley-Voshardt Co., 
Chicago, Il. 
Granite City Steel Works, 
Granite City, Ill. 
Inland Steel Co., Chicago, Ill. 
Merchant & Evans Co., 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
National Enameling and Stamping 
Co. Granite oe. In. 
Osborn Co., The J. M. & L. 
Cleveland, Ante 
Wheeling Corrugating Co., 
Wheeling, W. Va. 
Roofing—Tin. 
Taylor Co., N. & G., 
Philadelphia, Pa. 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


Roofing—Zinc. 


New Jersey Zinc Sales Co., The, 
New York, N. Y. 


Rubbish Burners. 
Hart & Cooley Co., 
New Britain, Conn. 


Sal—Ammoniac. 


Special 'Shemicals Co.. 
Waukegan, Iil. 


Schools-—Sheet Metal Pattern 
Drafting. 
St. Louis Technical Institute, 
St. Louis, Mo. 


Screws—Sheet Metal. 
Parker-Kalon Cup. 
ew Yerk, N. Y. 


Screens—Perforated Metal. 


Harrington & King Perforating 
Co., Chicago 


Shearse—Hand and Power. 
Double-Duty Mfg. Co., 
Aurora, 
Marshalitown Mfg. Co., 
Marshalltown, Iowa 
Peck, Stow & Wilcox Co., 
Southington, Conn. 
Unishear Co., The, New York 
Viking Shear Co., Erie, Pa. 


Sheets—Black and Galvanized. 
American Rolling Mill Co., 
Middletown, Ohio 
Davis Co., Inc., C. 8., Chicago, Ill. 
Granite City Steel Works, 
Granite City, Ill. 
Inland Steel Co., Chicago, Il. 
Merchant & Evans Co., 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
mateast Enameling and Stamping 
> ae Ill. 
Oubewe Co., The J. M. 
omiand, ASnio 


Taylor Co., N. & G., 
Philadelphia, Pa. 

Wheeling Corrugating Co., 
Wheeling, W. Va. 


Sheete—Iron. 
American Rolling Mill Co., 
—y ~oe Ohio 
“-rehant & Evans 
Philadelphia. Pa 


Ti. 


In. 


eets—Tin. 

Cc. S., Chicago, Ill. 

Granite ‘City, 
National Enameling and Stamping 
Philadelphia, Pa. 
New York, N. Y. 
Philadelphia, Pa. 

Wheeling Corrugating Co., 

Sall Mountain Co., Chicago, 
Milwaukee, Wis. 
Chicago, 


Sh 
Davis Co., Inc., 
Granite City Steel Works, m 
Merchant & Evans Co., ; 
Philadelphia, Pa. 
o., Granite City, Ill. 
Taylor Co., N. & G 
Sheets—Zinc. 
New Jersey Zinc Sales Co., The, 
Shingles and Tiles—Metal. 
Cortright Metal Roofing Co., 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Wheeling, W. Va. 
Shingles—Asphalt. 
Shingles—Zinc. 
Milwaukee Corrugating Co., 
Sifters—Ash. 
Diener Mfg. Co., G. W. 
Sky Lights. 
David Lupton’s Sons Co. 


Il. 


Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


= 
Peck, Stow & Wilcox Co., 
Southington, Conn. 


Solder. 
Chicago Solder Co., Chicago, Il. 
Double-Duty Elbow Co., 
Aurora, 


Ti. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Solder-Aluminum 
Ziener Aluminum Solder Co., 
Rockford, 


Soldering Furna 
Bernz Co., Otto. aoe N. J. 
Burgess Soldering Furnace Co., 
Columbus, Ohio 
Clayton & Lambert Mfg. 


Detroit, Mich. 
Diener Mfg. Co.. G. 


yy Ti. 

Double Blast Mfg. Co. 
North Chicago, Ti. 

Quick Meal Stove >. 
. Louis, Mo. 


Soldering ees 
Double-Duty Elbow Co., Aurora, Ti. 
Special Chemicals Ca_ 


Ii 


Waukegan, Ill 
Spectalties—Hardware. 
Diener Mfg. Co., G. W.. 
Chicago. Il. 


Hessler Co., H. E., Syracuse, N. Y. 


Stare—Hard Iren Cleaning. 
Cleveland, Ohio 


Fanner Mfg. Co.. 
Statuary. 
Friedley-Voshardt Co., 
Chicago. Ill. 
Gerock Bros. Mfg. Co., 
St. Louis, Mo. 
Stampings—Metal. 


American Tuve « Stamping Co., 
Bridgeport, Conn. 
Inc., E. C., 
Milwaukee, 
Stearns Register Co.. 
Detroit, 
Stove Pipe Keducers. 
Milwaukee “corrugating Co., 
ilwaukee, 


Dunning, w 
Vis. 


Mich. 


Wis. 


Stoves—Camp. 
Quick Meal Stove Co., 
St. Louis, Mo. 


Stoves—Gaaoline and Oil. 
Quick Meal Stove Co., 
St. Louis, Mo. 


Stoves and Ranges. 
Gray & Dudley Co.. 
Nashville, 
Oakland Foundry Co.. 
Belleville, Ill. 
Peninsular Stove Co.. 
Detroit, Mich. 
Quick Meal Stove Co., 
St. Lowis, Mo. 
Thatcher Co., Newark, N. J. 
Tacks, Staples, Spikes. 
American Steel & Wire Co.. 
Chicago, Ill. 


Tile Cement—Elastic. 
Pecora Paint Co.. 
PhiteAsinhtia, Pa 


Tenn. 


Tinplate. 

Davis Co., Inc., C. 8., Chicago, Il. 
Granite City Steel Works, 

Granite City, Ill. 
Milwaukee Corrugating Co., 

Milwaukee, Wis. 
a hms Enameling and Stamping 

Granite City, Ill. 
Osborn Co., The J. M. & L. A., 

teveland, Ohio 
Taylor Co., N. & G., 

Philadelphia, Pa. 


Tin—Perforated. 
Harrington & King Perforating 
Co., Chicago, Ill. 
Toole—Tinsmith’s. 


Bertsch & Co., 
Cambridge City, Ind. 
Chicago Elbow ——— Co., 


Park, Ill 
Double-Duty Mfg. Co., 
Aurora, Jil. 
Dreis & Krump Mfg. Co., 
Chicago, Ill. 
Marshalltown Mfg. Co., 
Marshalltown, Iowa 
Osborn Co., The J & 
Cleveland, Ohio. 
Peck, Stow & Wilcox Co., 
Southington, Conn. 
Unishear Co., The, New Yerk, N. Y. 
Viking Shear Co., Pan. xy Pa. 
Whitney Mfg. Co., W. 
Rockford, Tih. 


Whitney Metal Tool Co., 
Rockford, i. 


Torches. 
Bernz Co., Otte, Newark, N. J. 
Burgess Soldering Furnace Co., 
Columbus, Ohio 
Clayton & Lambert Mfg. Co., 
Detroit, Mich. 
Diener Mfg. Co., G. W. 


Chicago, Ill. 
Double Blast Mfg. Co., 
North Chicago, Tl. 
Quick Meal Stove Co., 
st. Louis, Mo. 


Trade Extension. 
Copper & Brass Research As- 
sociation, New York, N. Y. 
Sheet Steel Trade Extension 
Committee, Pittsburgh, Pa. 


Transit ——— 
Cleveland & Buffalo Transit Co., 


Cleveland, Ohio 


itove. 
Fanner Mfg. Co., Cleveland, Ohio. 


Ventilators. 
Arex Company, Chicago, Ill. 
Aeolus Dickinson Co., Chicago, I}. 


Berger Bros. 
Philadelphia, Pa 
Friedley-Voshardt Co., 
Chicago, Il. 

David Lupton’s Sons Co. 

Philadeiphia, Pa. 
Kernchen Co., Chicago, I!1. 
iailtwaukee Corrugating Co., 

Milwaukee, Wis. 
Royal Ventilator Co., 

Philadelphia, Pa. 


Standard Ventilator Co., 
Lewisburg, Pa. 
Sturtevant Co., Boston, Mass. 


Ventilaters—Ceiling. 
Eaglesfield Ventilator Co., 
Indianapolis, Ind. 
Hart & Cooley Co., 
New Britain, Conn. 
Henry Furnace & Fdy. Co., 
Cleveland, Ohio 
Independent Register & Mfg. Co., 
Cleveland, Ohio 
Tuttle & Bailey Mfg. Co., 
New York 
Sturtevant Co., B. F., Boston, Mass. 


Windows—Steel. 
David Lupton’s Sons Co., 
Philadelphia, Pa. 


Wire—Electrical. 
American Steel & Wire Co., 


Chicago, Ill. 


tre 
American Steel & Wire Co., 
Chicago, Ill 


Wire Rope. 
American Steel & Wire Co., 
Chicago, Ill 


w 
Coes Wrench Co., 


Worcester, Mass. 


Zinc. 
Merchant & Evans 


Co.. 
Philadelphia. Pa. 
New Jersey Zinc Se: The 

Ne 


w York VY 





When writing mention AMERICAN ARTISAN—Thank you! 
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WANTS AND SALES 


Any yearly subscriber to 
AMERICAN ARTISAN may in- 
sert advertisements of not more than 
fifty words in our Want and Sales 
Columns WITHOUT CHARGE. 

Such advertisements, however, 
must be limited to help or situation 
wanted, tools or equipment for sale, 
to exchange or to buy, business for 
sale or location desired. 


BUSINESS CHANCES 


LIGHTNING RODS—Dealers who are 
selling Lightning Protection will make 
money by writi us for our latest 
tory to Dealer ices. We employ no 
salesmen and save you all overhead 
charges. Our Pure Copper Cable is en- 
dorsed by the Mutual Insurance Com- 
pores and hundreds of reliable dealers. 

rite today for samples and prices. L. K. 
DIDDIE CO., Marshfield, Wis. 














For Sale — Bargain. A good tin and 
sheet metal, furnace, plumbing and ra- 
diator shop. Robinson brake, power em-— 
ery wheel, torch and test tank; a good 
set of plumbing and tinner’s tools; good 
assortment of tinware and other salable 
goods. The place has grown so that I 
haven’t the capital to run it and key it 
up. You could not start a business like 
this for $1,000. Have new National cash 
register. First offer of $700 takes it. You 
can make that in one winter. Address 
Lee O. Bailey, Parkston, South Dee, 

—3t 





For Sale—Sheet metal and furnace 
shop. Fully equipped. Established 28 
years. Busy all year around. Do $10,000 
to $12,000 per year. Good location. I 
have accumulated a fortune and have 
reached the age where I do not care for 
business. This is a splendid chance for 
someone who understands the business. 
$2,000 takes it. I can furnish all the 
references required, banks or _ supply 
houses. Address X-55, care AMERICAN 
ARTISAN, 620 South Michigan Avenue, 
Chicago, Illinois. 10-3t 





For Sale—Overstocked on brand new 
well-known high grade furnaces which 
I bought at an administrator’s sale. Will 
sell at the following prices, as long as 
stock lasts. These prices are about 25 
per cent below the manufacturer’s net 
price. No. 240, $75 each; No. 248, $1 
each; No. 363,, $64 each; No. 863, $70 
each; No. 3872, $85 each; f. o. b. Ham- 
mond, Indiana. Write H. M. Maginot 
Sales Co., 174 Fayette Street, Hammond, 
Indiana. 10-3t 





For Sale—Account of poor health doc- 
tor orders change of climate, so will sacri- 
fice business. ill sell or lease building 
and tinner’s tools. Well established busi- 
ness, 22 years operated. Good location. 
City of Des Moines, population 160,000. 
Will trade for Denver or Colorado prop- 
erty or business. Write Northwestern 
Tin “hy” 506 East Walnut Street, Des 
Moines, Iowa. 10-1t 





Send $2.00 for pattern and directions 
for making roof saddle for chimneys. 
Made out of one sheet of galvanized iron 
and 2 hours’ time and sells easily at $4.50. 
When once used, carpenters and masons 
will use no other method as it saves its 
price in labor. Address G. A. Sipma. 
Hospers, Iowa. 2-3t 


For Sale—Well established plumbing 
and tinning shop in good town of 1509. 
Large lot and building, well located, good 
equipment, plenty of work. Will sell real 
estate, stock and tools for $2,500. Good 
reason for selling. Address C. W. Filby, 
Jefferson, Ashtabula Co., Ohio. 12-3t. 


For Sale—Fully equipped lumbing, 
heating and tin shop. Reasons for selling 
on account of husband’s death. Will sell 
at a real bargain. Address Mrs. D. E. 
Schrader, Charles City, lowa. 9-4t 








AMERICAN ARTISAN 


BUSINESS CHANCES 


For Sale—In Chicago, tin shop, general 
sheet metal, furnace and roofing. An es- 
tablished business of years’ standing, 
fully equipped. Ideal location, plenty *of 
work all the year around. Will stand the 
closest investigation. Poor health forces 
owner to_ sell. Address X-37, care 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago, Illinois. 12-3t 











For Sale — Sheet metal and machine 
shop located in central lowa city of 17,000 
population. Stock and tools for less than 
half of invoice. Other business interests 
forces owner to sell. Address X-—64, care 
AMERICAN ARTISAN,‘620 South Michi- 
gan Avenue, Chicago, Illinois. 13-3t 





For Sale—Fully equipped sheet metal 
shop in fastest growing city in Califor— 
nia. Santa Monica Sheet Metal Works, 
122 Broadway, Santa Monica, California. 








HELP WANTED 


Wanted—A married man not over 45 
years of age with family, that would like 
steady in and outside work in a first 
class shop. Must be a good roofer and 
also well able to make and erect any 
style Skylight, Cornice, Ventilator or 
Blow Pipe job. Wages $6.50 per day of 
9 hours. Address P. O. Box 123, North 
Emporia, Va. 11-3t 


Wanted—Shop man for live hardware 
store; must have considerable’ sheet 
metal and furnace experience. Knowledge 
of windmill, pump and engine repairing 
desirable. A fine opportunity for right 
man. Illinois town of 4,000 in rich farm- 
ing district. Address X-63, care AMERI- 
CAN ARTISAN, 620 South Michigan Ave-— 
nue, Chicago, Ill. 13-3t 














Wanted—At once, experienced tinner 
who can install furnaces, put up eave-— 
trough and general repairing. Steady 
work. State wages wanted in first let- 
ter. Address Wendt & Teichler, 318-320 
River Street, Dundee, Illinois. (Located 
in the Fox River Valley.) 11-3t 





Wanted—All around first class tinner 
and furnace man, one who can draft out 
own patterns. Must have good refer- 
ences. Steady job for right man. Ad- 
dress X-53, care AMERICAN ARTISAN, 
620 South Michigan Avenue, Chicago, Illi- 
nois. 10-3t 





Wanted—tTinner to take entire charge 
of shop. Must have small amount of 
capital to invest. A real opportunity for 
a hustler, with old established concern. 
Address X-56, care AMERICAN ARTI- 
SAN, 620 South Michigan Avenue, Chi- 
cago, Illinois. 10-1t 





Wanted—At once, a man who can do 
furnace installing, eaves spouting, also 
plumbing. In town of 2,000. State ex- 
perience, age, married or single, and 
wages expected in your reply. Address 
A. C. Buzzard, Holly, Michigan. 12-3t 





Wanted—High class salesman and out- 
side foreman for roofing and sheet metal 
business in South; also two good sheet 
metal workers. Address X-62, care 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago, Illinois. 13-3t 





Wanted — At once, experienced tinner 
who can install furnaces, put up eave 
trough and do general repairing in a col- 
lege town of 2,000 inhabitants. Steady 
job. State wages in replying. Curfman & 
Son, Tarkio, Missouri. 13-3t 

Wanted—Good tinner for general job 
work. Capable of measuring up, making 
up and installing work. Address Ben 
Callahan, 200 North Adolph Ave., Akron, 
Ohio. 12-3t 








Furnace installer 
and sheet metal worker. State age and 


Wanted — At once. 
wages wanted in first letter. Address 
Cc. F. Tolg & Son, 238 Broadway, Wau- 
kesha, Wisconsin. 13-—3t 





Wanted—At once, an experienced all 
around sheet metal worker and furnace 
man. Address M. G. Coffey, Polo, Illi- 
nois. 10-3t 
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SITUATION WANTED 


Situation Wanted—As traveling sales- 
man for some good furnace company. 
Have had road experience; also have 
been in the installation game for a num- 
ber of years. Am a good estimator and 
can furnish good references. Will be 
ready Jan. 1, 1927, to start work, as I 
am now engaged until December. Address 
Leonard Snowden, 634 Beverly Ave., Ma- 
comb, Illinois. 13-3t 











Situation Wanted—By first-class 
plumber, hot water and steamfitter with 
full set of tools. A position where he 
can work himself into an interest in the 
business. Can estimate all of the above 
work. I would also consider running 
shop with commission basis. Address 
X-58, care AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, Ili- 
nois. 11-3t 

Situation Wanted—By a sheet metal 
worker, who has 25 years’ experience. 
Non-union man, wishes to hear from a 
reliable concern, along the western coast 
states. Have handled in and outside 
work, pattern cutting and layout, general 
sheet metal work light and heavy. Ad-— 
dress C. H., 433 Wall St., Los Angeles, 
California. 11-3t 








Situation Wanted—Sheet metal worker 
and furnace man wants situation in small 
country town with hardware store. Can 
estimate, figure and cut own patterns. 
Can come at once. Location and wages 
not considered. Looking for steady place. 
Address “Tinner,” 1657 Delhi St., Du-— 
buque, Iowa. 9-3t 





Situation Wanted—By married man, all 
round mechanic. Can figure and esti- 
mate work or sell, also keep books. Have 
had experience in hardware line. Would 
like working interest. Southern Michi- 
gan __—opreferred. Address X-54, care 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago. Illinois. 10-3t 


Situation Wanted—By A-1 mechanic on 
sheet metal and furnace work. Can also 
do plumbing. Have had 16 years’ experi- 
ence. Can handle shop and sell. Nothing 
but a steady job considered. Also prefer 
southern Michigan. Address X-61, care 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago, Illinois. 13-3t 


Situation Wanted—Plumber, steam fit- 
ter with some knowledge of tinning wants 
steady position. Married. Will go any- 
where. State particulars as to wages and 
housekeeping rooms. Wire or _ write 
William Gross, 205 W. Seventh St., Tama, 
Iowa. 9-3t 


Situation Wanted—First class tinner, 
plumber and furnace man would prefer a 
hardware store. Can do anything that 
comes in any shop. Would like a year 
around position. State wages in first 
letter. Address Box 436, Mandan, North 
Dakota. 10-3t 


Situation Wanted—Young man learning 
trade would like to get in shop doing 
inside and outside work year around. 
Address X-57, care AMERICAN ARTI- 
SAN, 620 South Michigan Avenue, Chi- 
cago. Illinois. 11-3t 


Situation Wanted—By first-class sheet 
metal worker, tinner and plumber, warm 
air furnace installer and hot water heat-— 
ing. Address X-60, care AMERICAN 
ARTISAN, 620 South Michigan Avenue, 
Chicago, Illinois. 13-3t 


Situation Wanted—Experienced tin and 
sheet metal worker and hot air furnace 
man. Have had 30 years’ experience. 
Prefer work in Iowa, Wisconsin or any 
midwestern state. Address P. 

284. Clermont, Iowa. 


Situation Wanted—Plumber and steam- 
fitter, exclusively, wants steady work. 
married. Will go anywhere. Address 
John L. Cornford, General Delivery, Bel- 
videre, Illinois. 10-3t 


TINNERS’ TOOLS 


For Sale—l1 Brake, 1 Squaring Shear 
Mandrel, 1 Roll, 1 Groover, 1 Pipe Fold- 
er, 1 Crimper, 1 Wiring Machine, 1 Fur- 
nace Bench Plate and Stakes, 1 Beading 
Machine, 2 Turning Machines, 1 Burring 
Machine, 1 No. 1 Whitney Punch. Will 
sell one or all. Write for price on what 
vou want. Address Jacob J. Reimer, 
Meade, Kansas 11-3t 

I am in the market for a 10 foot brake. 
What have you to offer? When writing 
mention price. E. Gissinger, Wauwa-— 
tosa, Wisconsin. 11-3t 
































Mention AMERICAN ARTISAN in your reply—Thank you! 
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TINNERS’ TOOLS 


AMERICAN ARTISAN 
SPECIAL NOTICES 








For Sale—One Dreis & Krump Chicago 
steel brake No. 163, power drive, six foot 
twelve gauge, heavy duty, same as new, 
only used one hour in experimental work 
and is in perfect condition. Accept $300 
cash for prompt sale. F. o. b. Camden, 
Indiana. A. B. Cripe. 

Wanted—Second-hand Press for small 
sheet metal peeenlee. 26 gauge and 
ae. Electric power. State make con- 
dition and lowest cash price. Address Box 
147, Comfort, Texas. 9-3t 


SPECIAL NOTICES 


The Rate for Special Notices 
— displayed want ads — 
$3.00 per inch per insertion. 


ATENTS 


HUBERT E. PECE 
Patent 
Barrister Bidg., WASHINGTON, D. C- 


WANTED 


We need three or four more 
practical furnace installers in our 
Retail Department at Syracuse. 
We want men competent to in- 
stall warm air heating plants in 
a workmanlike manner. Steady 
employment to those who can 
make good on the job. Write or 
wire the Lennox Furnace Com- 
pany, Syracuse, New York. 5-1. 


FURNACE 
MANUFACTURERS! 


Situation wanted by a real furnace 
man who knows the furnace manu- 
facturing business from A to Z. Have 
worked on both sides of the counter 
in the furnace business—inside, direct- 
ing the policies of the company, and 
outside, doing bare-handed selling. 

I want to get back into the furnace 
and know that I can produce real busi- 
ness for a manufacturer of a good 
furnace. 

Let me hear from you. Address 
L-78, care AMERICAN ARTISAN, 
620 South Michigan Avenue, Chicago, 
Illinois. 10-4t 


FURNACE SALESMEN 


Experienced retail furnace salesmen 
and furnace installers; splendid propo- 
sition for resourceful, energetic men 
of good character and habits; excel- 
lent opportunity to get established, in 
business with a specialty that insures 
attractive profits; young men, finan- 
cially responsible preferred,  al- 
though good moral risks will be in- 
terviewed; only those with successful 
records need apply. Address L-79, 
care AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, 
Illinois. : 11-3t 


SITUATION WANTED 


Young man with 17 years experience 
in the manufacturing wholesale and 
retail sales of furnaces, desires posi- 
tion with a reliable furnace company. 
Address L-80, care AMERICAN AR. 
TISAN, 620 South Michigan Avenue, 
Chicago, Illinois. 12-1t. 
































WANTED 


Several experienced range salesmen to sell 
our high quality, low priced ranges. Estab- 
lished 23 years. Openings in Iowa, Ne- 
braska, Wisconsin, Minnesota, North and 
South Dakota. Good references required. 
Commission basis. No advancements. Write 
or call on Gary Gohmann, 965 Second Ave., 
W., Cedar Rapids, Iowa. 10-2t 





ALUMINUM SOLDERING 


can be done with our special solder, 
we will tell you how to make and use 
same, costs about 75c per Ib. to make. 
Formula and instructions, $1.00. C. 
McEntarfer, Eureka, Kansas. 12-1t. 





September 25, 1926 


SPECIAL NOTICES 
FOR SALE 


Old established business, Hartford, Con- 
necticut, specializing in Blower Systems, 
Ventilating Systems, general Sheet Meta! 
Work. Full equipment of power and hand 
machines and tools, benches, manufactured 
stock, present and prospective contracts at 
one-quarter actual value. Very unusual! op 
portunity. P. O. Drawer 2120, Hartford 
Conn, 12-31 











SITUATION WANTED 


Experienced road man would like to 
line up with a good house selling fur- 
naces, stoves or heavy hardware. Ad- 
dress L-81, care AMERICAN ARTI- 
SAN, 620 South Michigan Avenue, 
Chicago, Illinois. 13-3t 

















salary. 
matter what you now are. 


worth learning well! 


Read Blue Print 


SHEET METAL 


Supposing you owned a real race horse—wouldn’t you engage the very best trainer to coach this 
horse to win the race? Of course you would—even paying $15,000 to $30,000 a year as your trainer's 


WHY NOT APPLY THIS COACHING TO YOURSELF—TO WIN? 


Your fortune can never be made by what you learned as an Apprentice—no 
If your Trade is worth working at—it certainly is 


COME! IDENTIFY YOURSELF WITH THE NEW SCHOOL SEASON 


THE ST. LOUIS TECHNICAL INSTITUTE is qualified to Coach you in a bigger 
Commercial way where we can open many opportunities like these for you: 
1. Plans, 


10. ° 
Yes, Sir! we train you in your own Home, Personal, Clear, Direct. 
Check your Course—write today, before you forget it. 
| SHEET METAL DESIGN AND PATTERN DRAFTING 
SPECIAL WARM AIR FURNACE HEATING. 
CONTRACTING & ESTIMATING 
(; FAN HEATING VENTILATING ENGINEERING 


THE ST. LOUIS TECHNICAL INSTITUTE  ©.W.KOTHE,Pris. Clayton 4543 Ave., St. Louis, Mo. 


6. 

7. Branch Manager, 

8. Successful Contractor, 
9. Successful Manufacturer, 














ALUMINUM SOLDER 


Order the FAULTLESS SOLDER and 
FLUX to solder o of Aluminum 


Ziener Aluminum Solder Co. 
Manufacturers and Distributors of High Grade 
Aluminum Solder and Supplies 
1436 Latham Place Rockford, Illinois 


THE STANDARD 
FOR MANY YEARS 
It Pulls Business Your Way! 
N SIP UPPLY your 
«ery CNT LAT onAGe Sret i 
a never will have 








Write to- 
day for 
complete 
data 
and prices 
Made only by 


KERNCHEN COMPANY 
Ventilatin Ser c 
Room 1576, 113 W.WASH. ST, CHICAGO 

















=\ 60-page 
$ AN Bonk 


60 pages of vital business facts and 
figures, Who, where and how many 
your prospects are. 
8,000 lines of business covered. Com- 
piled by the Largest Directory Publish- 
ers in the world, thru information ob- 
tained by actual door-to-door canvass. 
rite for your FREE copy. 
R. L. POLK & CO., Detroit, Mich. 
487 POLK DIRECTORY BLDG. 
in principal cities of U. 8. 


Say you saw it in AMERICAN ARTISAN—Thank you! 
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Save on Books by Ordering With Your Subscription Renewal 


By The Universal Sheet Metal Pattern Cutter Vols. 1 and 2 
By Neubecker 
HERE are two books that can’t be beat. They are the most 
practical and useful treatises on the subject. 

Work of all the branches of the trade and the broadest scope nd Blow 
of details are found—inside and outside work—smal! jobs and , haus! —— 
the most complicated are shown, explained and profusely illus- aX é 
trated, : Pipi? 9 

The first volume deals with all types and kinds of inside 
small and large sheet metal work, i 

The second volume of this practical work deals with the more 
advanced branches of sheet metal work, in fact is largely de- 
voted to the architectural end of the business, It consists of 
400 double column pages and is illustrated with 711 engravings 
showing all methods under treatment, as well as perspective 
views of the subjects of the patterns, and other demonstrations 
in their finished state. It includes drawing, full sized detailing 
and lettering, development and construction of sheet metal 
cornices and skylights, leaders, copings, pediments, circular 
work, dormer and bay windows, sheet metal ornamentations, 
electrically illuminated signs, hollow metal windows, frames 
and fire doors, metal roofing, etc. , 

The volumes are bound in heavy cloth and each measures 
9x12 in. Each contains over 380 pages and 680 original draw- 
ings. Price $7.50 each. 

Exhaust and Blow Piping 
By Hayes 
PE xHAvust and Blow Piping has had an unusually big demand. 
A fresh supply is now off the press and is in our hands for 
immediate delivery. It has an invaluable treatise on the plan- 
ning, cost, estimation and installation of fan piping in all its 
branches giving all necessary guidance in fan work blower and 
separator construction. 159 pages, 5x8. 51 figures, Cloth, $2.00, 
Manual of Automotive Radiator Construction and Repair 
By F. L. Curfman and T. H. Leet 

ANTON interested in Radiator Repairing will find the 185 

pages of practical instructions and the 120 illustrations 
showing actual construction and repairing a big help. In a con- 
densed manner some four to five thousand answers to questions 
are given. It is thoroughly practical as both authors are men 
of wide experience in this work. Printed in large, easy to read 
type. Measures 5% x9 inches. Price $2.50. 


Sheet Metal Duct Construction 
By Neubecker 

A TREATISE on the construction and erection of heating and 

ventilating ducts, including the cutting and forming of the 
metal, the laying out of the elbows etc. A practical expert 
wrote this book and you'll find that it covers the subject thor- 
oughly. By William Neubecker. Bound in cloth, 194 pages, 
217 illustrations. Size 5% x 8% in. Price $2.00. 

Sheet Metal Workers’ Manual 

A ™aw book produced by the combined efforts of L. Broemel, 

a practical man, and the late Professor J. S. Daugherty, in- 
structor in Sheet Metal Work at the Carnegie Institute of Tech- 
nology, Pittsburgh. Pattern drafting is its biggest feature; not 
only tells how to make the pattern, but how to develop it with 
modern machines and tools; gives valuable assistance on sol- 
dering, brazing, welding, crimping, beading, straight, circular 
and irregular cutting, in fact covers every angle of the trade, 
Bound in leatherette; 500 pages; more than 400 pen drawings 
and illustrations, Price $2.00, 

Essentials of Sheet Metal Work and Pattern Drafting 

By Professor J. 8S. Daugherty 

NVALUABLE to the sheet metal worker, contractors and in- 

structor, as well as an elementary and advance course for 
vocational and trade school students and apprentices. Some of 
the subjects covered are pattern cutting, soldering, edging, wir- 
ing, radial line development, pipes, elbows, miters, pitched 
covers and flaring articles, pipe intersections and tee joints, 
181 pages, substantially bound in blue cloth; profuseful illus- 
trated. Price $1.50. P 
The Ventilation Handbook 

By Charles L. Hubbard 

PRACTICAL book designed to cover the principles and prac- 

tice of ventilation as applied to furnace heating; ducts, flues 
and dampers for gravity heating; fans and fan work for ven- 
tilation and hot blast heating by means of a comprehensive 
series of questions, answers and very plain descriptions easy to 
understand, Price $2.00. 
Kinks and Labor Savings Methods for Sheet Metal Workers 

Vols. 1 and 2 

OLUME I. There are hundreds of ideas and expedients, all 

contributed by sheet metal workers throughout the country, 
illustrated by cuts and original drawings. Cloth bound. Size 
4%x7 in. Price $1.00. 

Volume II written in same popular style as Volume I. Places 
at your disposal a comprehensive collection of ingenious ways 
of executing many practical tasks in much more simple way 
than if done in the regulation manner. Also contains special 
articles on Automobile Repairing; gives a very practical series 
of illustrated directions on erecting metal ceilings with ten 
guide rules which wil! save time, trouble and expensive mis- 
takes. Price $1.00. 


USE THIS HANDY ORDER BLANK 
AMERICAN ARTISAN, 620 S. Michigan Ave., Chicago, Ill. 


OR the enclosed $ send the books ordered and enta 
following subscription (or renewal). NOTE — Dedees 
10% from TOTAL 

Name . amount of order 
when subscription ts 


Address a Ss incladed with order 
fer books — write 















































[] Send me complete book catalog. 
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Depend on MILCOR | for Elbows 


F it’s an elbow, Milcor has it, and you will find it’s made better! You owe 

it to yourself to to find out what Milcor is offering in quality and service. 
When you are acquainted with the.complete Milcor Line, you are sure to 
appreciate its many advantages So will your trade! 


Here is a simplified line. You can render better service, give, your Trade 
higher quality and more practical equipment, carry less stock, and make 
more money by concentrating on Milcor Conductor Pipe Elbows, Furnace 
Pipe Elbows and Stove Pipe Elbows. 


What makes the Milcor Line better? Three factors — Ist, New equipment 
in an ideal Plant, built especially for this purpose; 2nd, The best raw 
materials available, uniform quality assured by our enormous volume; 
3rd, Long experience and the best of skilled labor. Add to these advantages 
the best service ever developed in this line — no wonder it pays Dealers to 
concentrate on the Milcor Line. Insist on Milcor once—then you will always! 


The various types of Milcor Elbows are made from Tin, Uniform Blue Steel, Galv. Steel, Seeel 
Galv. after formation, ‘“Coppered Metal’’, Zinc, Copper or Rust-resisting ARMCO Ingot Iron. 











Milcor Corru- Milcor Corru- 
gated Round One- gated Square 
piece Galvanized epiece Gal- 
Conductor Pipe vanized 
Elbow--Hand dip- ductor Pipe EL 
ped after forma- bow — Ha 
tion. dipped after 


formation, 


Mitwaukee CorruGcatTinc Company, Milwaukee. W1s° 
CHICAGO, ILL. KANSAS CITY, MO. LA CROSSE. WIS. 
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